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In this issue 


Industrial Recovery Act 


(1) First draft of the proposed Code 


to govern the electrical contracting 


industry 


(2) Answers to the twelve most impor- 


tant questions concerning how the 





Act will affect the electrical con- 








tracting industry 


Read pages 6 to 10 





Jefferson Fuses 
Provide Proven Protection 









Jefferson Ferrule Type has only three 





parts and the link. No loose washers 
to worry with. Links have rounded 
ends for speedy insertion. 





At left: Jefferson Knife Blade Fuses are 
renewed speedily. Only one cap to hold. 
Loosen studs a little and hook in the link. 








Never-failing Protection... Needed 
More Than Ever Before 


Today, with inventories so low, ability to de- simple and are designed for speed. And _ they 
liver is the vital factor in getting orders. Thus are vented by exclusive methods so that they 
uncertain protection of electrical circuits is withstand repeated blowouts—low cost. 


likely to prove even more disastrous than usual. ; . ’ 
Remind your customers of these obvious 


truths. See that every circuit is inspected to 
make sure the proper capacity fuse is installed. 
Make these suggestions and you will find that 
Jefferson (Union) Renewable Fuses never Jefferson Fuses are one of the livest lines you 


No company can afford risking the loss of a 
single order, or the goodwill of a single 


eustomer,. 


fail to proteet—providing, of course, reasonable handle. 


eare is used by installing the proper capacity JEFFERSON ELECTRIC COMPANY 


of fuse. Not only are they dependable, they ! 
save time in renewals beeause they are so Bellwood (Suburb of Chicago) Illinois 


JERERSO 





RENEWABLE 
FUSES 
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2 ELECTRICAL 


CONTRACTING 





suey Steeltubes m concrete 
AND orezr IT | 


Don’t let anyone tell you that Steeltubes, the modern 
threadless rigid conduit, cannot be used in concrete 
slab construction. Just bury it and forget it. Let the 
facts speak for themselves. 

MacDonald-Smith Electric Company, Detroit, Mich., 
recently completed an installation in a new building 
for the Arctic Dairy Products Co., and this is their 
comment: 


“We used over 10,000 feet of Steeltubes ranging 


















STEEL AND TUBES, 


in size from 4 to 1% inch, all of which was installed 
in concrete slab. We had the best of luck with the 
entire installation and our saving was far more than 
we anticipated. We will recommend Steeltubes for 
this or any other type of construction on all future 
work.” 

And there you have a well-known contractor’s 
opinion of Steeltubes after using it in concrete. He 
found it strong enough in weld and wall for this ex- 
acting service. The savings mentioned are due to 
ease of cutting and bending, no threading required, 
and the speed with which joints are connected by 
means of three simple fittings. 

Steeltubes, the pioneer and leader in threadless 
rigid conduit, has received broad Code and Govern- 
ment approval. Contractors anxious to expand their 
business should investigate the opportunities Steel- 
tubes holds for making profits on work taken on 
a close margin 


THE MODERN THREADLESS RIGID CONDUIT 
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New Selling 

















S the Codes of Fair Practice of various 
industries get into operation it is go- 
ing to be obvious that American 

business is in a new sales era. 

The competition of the last two or three 
years was largely price. The administration 
of the Recovery Act, while discouraging 
price fixing at the moment is encouraging 
the prohibition of selling below cost. 

Since in many industries sales have been 
almost entirely at below cost prices, this 
will tend to effect a stabilization of price at 
higher than current levels. As business im- 
proves and employment increases the next 
step of industry cooperation for profitable 
sales will follow. 


ter knowledge, in other words, must be 
had of the ultimate consumers’ needs. 

Repeatedly in the past manufacturers 
have pleaded guilty to ignorance of where 
their products went. They have not known 
of the ramifications of use of their products. 
They have not known all of the different 
types of consumer, the buying power of 
those consumers classified according to po- 
tential purchases, or the cost to sell, either 
directly or indirectly, different consumer 
classes. 




















HEN the element of price differen- 
W/ cial is removed from a market the 

type of selling becomes vastly dif- 
ferent. The mere matter of price stabiliza- 
tion is going to throw members of an 
industry together in order to develop a 
better market. 

Many manufacturers will still sell below 
others but they will have lower prices only 
because their costs are lower due to in- 
ferior products, or a decidedly local market 
with lower selling costs. 

It is obvious then that national manu- 
facturers of quality products are going to 
be more susceptible to cooperative market- 
ing and selling programs. 

To do this kind of a marketing job is go- 
ing to require a different selling technique. 
In the first place, the market itself must be 
studied, not only for its previous consump- 
tion, but also from its requirements. A bet- 
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F price stabilization brings cooperative 
marketing it must bring some improve- 
ment in distribution and retail selling. It 

must direct the local selling forces. 

For that reason, ELECTRICAL CONTRACT- 
ING sees looming a new approach to the 
selling of electrical equipment and supplies. 
If selling below cost is to be an unfair trade 
practice, much of the direct selling of manu- 
facturers and wholesalers will have to stop. 

A reclassification of markets should re- 
duce the contractor’s competition mate- 
rially and improve his sales potentials. Co- 
operative selling programs on the part of 
competing manufacturers should improve 
the contractor’s selling, give him a better 
knowledge of potential markets and prod- 
uct application, and create a lower sales re- 
sistance to his recommendations. 

In the past the contractor has frequently 
been accused of buying the lowest price ac- 
ceptable equipment without due regard for 
quality. Since prices will undoubtedly be 
more stabilized much of their grounds for 
this criticism should disappear. 
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FIND NEW BUSINESS 
IN OLD BUILDINGS | 


Unbalanced Balanced Lighting 


..- Balanced Lighting can 
light the way to profitable 
remodelling jobs in 1933 









— Now’s the time when enterprising contractors 


eee 


Reflected glare: 4 constant are out to sell re-lighting jobs. Older buildings are 


usy workers. 


annoyance to 


being remodelled to meet competition ... And an 
installation of cheerful modern lighting—Balanced 
Lighting—can be the contractor’s guiding light to 
1933 electrical jobs. 

Balanced Lighting implies the wisest selection 


of fixtures. It implies, too, the best application of 





lighting units to a given set of conditions. As this 
Direct glare: Resulting eye- 
strain retards production. 


may require a partial or complete redistribution 


of the load—other profitable electrical work may 





follow. 

There’s a quick way to get going—Just sign the 
coupon below. With no obligation to you, it brings 
a Graybar lighting specialist who can recommend 
' the most efficient, Balanced Lighting installation 
see eect toeinerh.<: for any situation. And more, it brings you the 


opportunity to choose from the finest selection of 


fixtures and glassware available. 


OFFICES IN 78 PRINCIPAL CITIES 
EXECUTIVE OFFICES: GRAYBAR BLDG., N. Y. 











Maintenance: Complicated. Vision is at its best when all the many 
Glass-changing should be easier. variable lighting factors are™ balanced.” 
ee Te on ead ee ete On ee ee ee ee ee oe 
| Graybar Electric Co., Graybar Building, Lexington Avenue and 43rd Street, New York, N. Y. a | 
Gentlemen: We are interested in knowing more about BALANCED LIGHTING. 
_ , | 
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BID PEDDLI 


HE fat was in the fire. Some foolish nobles in the 
sia North Country in England had refused to play 
ball with King Richard Coeur-de-Lion. That meant 
curtains for them, but Richard had his hands full in 
London at the time, so he promptly let out the job to one 
Lord Alan St. George. This was common practice those 
days, and, of course, Alan would have to go out and 
hire several mercenary nobles to do the actual fighting. 
St. George was a good goat, but his slogan was that 
the King could have the lion’s heart but little Alan must 
get the lion’s share. Thus, when a job like this came 
up, he would make a deal with whoever wanted the fight- 
ing done, then he would pay off the lesser nobles in a 
way to leave him a modest 80 per cent. 

So we find St. George in a huddle with a half-dozen 
barons at Barkley Castle, trying to agree on a split for 
the coming fracas. The barons, as usual, were squawk- 
ing for a better rake-off, as they had never been satisfied 
with their share. St. George, having the contract, was 
standing pat. As they were about to give in for the 
steenth time, there came the thunder of hoofs and the 
sound of a bugle, and in walks none other than our old 
friend, Sir Maurice de Bracy, the toughest free lance in 
all Europe. 


“Sorry I’m late, boys,” 
chirps Morrie, “We ran into 
Clod the Club down the line 
and knocking off his gorillas 
held us up alittle. Now, about 
this job; what I want to know 
first is, how much do we get ?” 
“Two grand apiece,” growls 
St. George, uneasy like, “It 
won’t take you over a couple 
of weeks.” De Bracy gives 
him the horse laugh. “Be your 
blood-pressure, Al,” he says, 
“Take a peek outside.” St. 
George looks out and there is 
de Bracy’s dreaded wrecking 
gang, joined with the barons’ 
4,000 fighters. 

“This mob is all washed up 
with scrapping for the leav- 
ings, Al,” goes on Morrie, 
smooth but deadly, “We'll fin- 

ish the job in a week, but not for chicken feed—the 80-20 
stuff is out. Take your pick; do you cut us in at ten 
grand each, or do we pull our freight and long distance 
the King where you got all your country estates and 
that 10,000 shares of Welsh Coal, Preferred?” 

Well, St. George knew when he was stymied, so he 
came through gracefully, and from then on the boys set 
their price and got it. 

Now, if that isn’t a fine 
example of bid peddling, 
I’m the King of Siam, and 
we are coming to a show- 
down on the same thing to- 


JOHN 
day. What makes me think W | q £ 
we’re going to make the 


grade in the movement just begun is that all concerned, 
including the general contractors, agree that it’s a rotten 
system and are considering a standard plan of correction. 
And, of course, when we get to operating under the 
Industrial Recovery Act any Bozo who starts to peddle 
bids is going to be out of luck—that is provided we 
organize and get to work. 

Get your local organization behind this reform. 
zero hour is near. 


BY 


The 





Proposed Recovery Act Code for 
Electrical Contractors 


The following Code of Fair Competi- 
tion for the Electrical Contracting Indus- 
try was drafted in a two-day meeting in 
Chicago on June 19 and 20 by a special 
committee appointed by L. E. Mayer, pres- 
ident of the National Electrical Contrac- 
tors Association, for the purpose of draw- 
ing up a Code which would make the 
provisions of the National Industrial Re- 
covery Act effective within this industry. 

The members of this committee were: L. 
E. Mayer, Chicago, Chairman; Earl N. 
Peak, Marshalltown; G. M. Sanborn, In- 
dianapolis; F. T. Langford, Minneapolis; 
A. C. Brueckmann, Baltimore; J. A. 
Fowler, Memphis; R. J. Nickles, Madison; 


Earl Stewart, New York; Wm. Mc- 
Guineas, Chicago; S. B. Williams, Chi- 
cago, and General Manager L. W. Davis, 
New York. 

The Code is complete except for the 
paragraph covering minimum wages and 
maximum hours of work. A special com- 
mittee has been appointed to gather labor 
data and an expression of industry opinion 
and to confer with organized labor and the 
Department of Labor. 

As soon the the labor paragraph is ready 
the Code will be referred to the Executive 
Committee, N. E. C. A., for ratification, 
after which it will be presented to the Fed- 
eral Administrator in Washington. 








Article |. PURPOSE 

This Code is set up for the purpose 
of increasing employment, establish- 
ing fair and adequate wages, effect- 
ing necessary reduction of hours, im- 
proving standards of labor, and elim- 
inating unfair trade practices, to the 
end of rehabilitating the electrical 
contracting industry and enabling it 
to do its part toward establishing that 
balance of industries which is neces- 
sary to the restoration and mainte- 
nance of the highest practical degree 
of public welfare. 

It is the declared purpose of the 
electrical contracting industry and ad- 
herents to this Code to bring, insofar 
as may be practicable, the rates of 
wages paid within the electrical con- 
tracting industry to such levels as are 
necessary for the creation and main- 
tenance of the highest practicable 
standard of living; to restore the in- 
come of enterprises within the indus- 
try to levels which will make possible 
the payment of such wages and avoid 
the further depletion and destruction 
of capital assets; and from time to 
time to revise the rates of wages in 
such manner as will currently reflect 
the equitable adjustment to variations 
in the cost of living. 


Article Il. PARTICIPATION 


Participation in this Code, and any 


subsequent revision of or addition to 
the Code, shall be extended to any 
person, partnership or corporation in 
the electrical contracting industry 
who accepts his share of the cost and 
responsibility, as well as the benefit, 
of such participation by becoming a 
member of the National Electrical 
Contractors Association and its affi- 
liated local organizations. There are 
no inequitable restrictions to mem- 
bership in the National Electrical 
Contractors Association ; its entrance 
fee for membership is $10, and the 
annual dues are $15, as provided by 
the By-Laws of the Association. The 
dues of affiliated local organizations 
shall be determined by the majority 
vote of their membership. 


Article Ill. LABOR CODE* 


This labor code shall, upon ap- 
proval of the designated representa- 
tive of the President of the United 
States under the National Industrial 
Recovery Act, be binding upon all 
electrical contractors in the industry. 
The labor code contains the following 
provisions : 

(a) Employees in the electrical con- 
tracting industry shall have the right 
to organize and bargain collectively 
through representatives of their own 
choosing, and shall be free from the 
interference, restraint or coersion of 
employers of labor, or their agents, in 
the designation of such representa- 


tives or in self-organizations or in 

other concerted activities for the pur- 

pose of collective bargaining or other 
mutual aid or protection. 

(b) No employee in the electrical 
contracting industry, and no one seek- 
ing employment therein, shall be re- 
quired as a condition of employment 
to join any company union or to re- 
frain from joinine~ a labor organization 
of his own choosing. 

(c)Employers of labor in the elec- 
trical contracting industry agree to 
comply with the maximum hours of 
labor, minimum rates of pay, and 
other working conditions approved or 
prescribed by the President of the 
United States. 

(d) The maximum hours of labor 
and minimum rates of pay for the 
electrical contracting industry shall be 
as follows: 

*Note: The Recovery Act provides 
that “The President of the United States 
shall, so far as practicable, afford every 
opportunity to employers and employes 
in any trade or industry... to establish 
by mutual agreement the standards as to 
maximum hours of labor, minimum 
wages (etc).” Pursuant to this require- 
ment the National Electrical Contrac- 
tors Association has appointed a special 
committee, composed of equal numbers 
of open shop employers and union shop 
employers, to confer with the proper 
representatives of labor, as to the basis 
for acceptable standards. The National 
Electrical Contractors Association has 
also undertaken a comprehensive sur- 
vey of existing labor conditions, as a 
basic guide to the such standards. 

In a bulletin issued on June 20, by 
Hugh S. Johnson, Industrial Recovery 
Administrator for the President of the 
United States, he stated: 

“(a) Basic code provisions relating 
to maximum hours may involve an- 
propriate consideration of the varying 
conditions and requirements of the 
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several industries and the state of em- 
ployment therein. An average work 
week should be designed so far as pos- 
sible to provide for such a spread of 
employment as will provide work so 
far as practical for employes normally 
attached to the particular industry. 

“(b) Minimum wage scales should 
be sufficient to furnish compensation 
for the hours of work as limited; suf- 
ficient in fact, to provide a decent 
standard of living in the locality 
where the worker resides.” 


Article IV. INDUSTRY REGULA- 
TIONS 

1. No member shall sell or offer to 
sell labor, materials and/or serv- 
ices below cost, plus a fair and 
reasonable profit. This applies to 
lump-sum bid jobs, cost-plus jobs 
or time-and-material jobs. 

2. The term “cost” is understood to 
include: 

1. Materials 
2. Labor, including public lia- 
bility and workmen’s com- 
pensation insurance. 
3. Job expense 
4. Overhead or administrative 
expense 
For the purpose of determining 
costs there shall be set up in each 
locality a Cost Finding Service 
with power of review, which 
shall be subject to the approval 
of the National Electrical Con- 
tractors Association. 
The National Electrical Contrac- 
tors Association shall gather cost 
data on labor and administrative 
expense and make such data gen- 
erally available to the electrical 
contracting industry. 

. No member shall make any se- 
cret agreement with a purchaser 
concerning any cerms of pay- 
ment, rebate or special conditions 
not extended to all bidders. 

4.The industry approves of the 
“one-bid” policy. No member 
shall change his bid price except 
for variation in wages or ma- 
terial prices, or changes in the 
original plans and specifications, 
and then only to the extent of 
the actual change of cost in- 
volved. 

.No member shall submit a bid 
on any work after the stated date 
for receiving bids or after other 
bids are opened. 

. Members shall submit bids in- 
cluding temporary work only 
when the quantities are distinctly 
stated. Maintenance and cost of 
current will be assumed only on 
a percentage basis. 
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7. Members shall at all times fi- 
nance their own payrolls and 
accounts payable without assist- 
ance or guarantees of any sort 
from owners, builders or sup- 
pliers of electrical materials. 


8. Members shall refrain from the 
practice of shopping material 
prices for the purpose of forc- 
ing uneconomic cuts on the part 
of material suppliers, and each 
member shall insist upon the ma- 
terial suppliers quoting their best 
price first. If a supplier has ob- 
viously made a mistake in his 
bid, his attention shall be called 
thereto. 


9. Members shall uphold the en- 
forcement of all public regula- 
tions applicable to electrical 
work, and shall cooperate to pre- 
vent the installation of illegal or 
inadequate electrical construction 
work, 

10. The Standard Form of Contract 
Documents of the American In- 
stitute of Architects is to be the 
basis used for all contracts. 


Article V. NATIONAL EXECUTIVE 
COMMITTEE 


The National Executive Committee 
of the National Electrical Contractors 
Association shall be the general plan- 
ning and coordinating agency for the 
industry. This Committee shall be 
empowered to act conclusively in re- 
spect to all matters before the Com- 
mittee for consideration and within 
its jurisdiction. The Committee shall 
have powers and duties as provided 
herein, and in addition thereto, it shall 


(a) from time to time require such 
reports from affiliated local associa- 
tions as in its judgment may be neces- 
sary to advise it adequately of the 
administration and enforcement of 
this Code. 

(b) upon complaint of interested par- 
ties, or upon its own initiative, make 
such inquiry and investigation into 
the operaton of the Code as may be 
necessary; and 


(c) Make rules and_ regulations 
necessary for the administration and 
enforcement of this Code. The Com- 
mittee may delegate any of its au- 
thority to the National Control Coin- 
mittee hereinafter provided, and may 
designate such agents as it shall deter- 
mine. 


(d) The National Executive Com- 
mittee, in cooperation with, and sub- 
ject to, the approval of the designated 
representative of the President of the 
United States under the National In- 
dustrial Recovery Act, shall deter- 
mine, and from time to time revise the 
rules and regulations under this Code 
of Fair Competition. 


Article VI. NATIONAL CONTROL 
COMMITTEE AND CONTROL 
DIRECTOR 

The National Executive Committee 
of the National Electrical Contractors 
Association shall appoint a National 
Control Committee of three members. 
The National Control Commitee shall 
exercise such authority as may be 
delegated to it by the National Exec- 
utive Committee. 

All communications and confer- 
ences of the electrical contracting in- 
dustry with the President of the 
United States or his agents, concern- 
ing the approval or amendment of 
this Code or any of its provisions, or 
any matters relating thereto, shall be 
through the said National Control 
Committee. The National Control 
Committee shall serve as an execu- 
tive agency for the National Execu- 
tive Committee, and may appoint a 
Control Director, who shall be 
charged with the enforcement of the 
provisions of this Code and with the 
duties, through agents or otherwise, 
of hearing and adjusting complaints, 
considering proposals for amend- 
ments and making recommendations 
thereon, approving recommendations 
for exceptions to the provisions of 
this Code, and otherwise administer- 
ing its provisions. Any affiliated lo- 
cal association or any adherent to the 
provisions of this Code or subject to 
its terms shall have the right of ap- 
peal to the National Executive Com- 
mittee from decisions of the Control 
Director or the National Control 
Committee and the decision of the 
said National Executive Committee 
on said appeal shall be final. 

The function of the National Con- 
trol Committee shall be the general 
planning and co-ordinating for the 
electrical contracting industry, and 
the co-operation with similar boards 
of other related industries to the end 


of effecting a balanced national 
economy. 
Article Vil. GENERAL 


No provision in this Code shall be 
interpreted or applied in such a man- 
ner as to: 

a. Promote monopolies, 

b. Permit or encourage unfair 
competition, 

c. Eliminate or oppress small en- 
terprise, or 

d. Discriminate against small en- 
terprises. 

This Code or any of its provisions 
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may be cancelled or modified and any 
approved rule issued thereunder shall 
be ineffective to the extent necessary 
to conform to any action by the Presi- 
dent of the United States under sec- 
tion 9 (b) of the National Industrial 
Recovery Act. 

The National Executive Committee 
and the National Control Committee 
shall from time to time make to each 
affiliated local association established 
or to be established under the pro- 


visions of this Code, such recommen- 
dations, including amendments of the 
Code, as in their judgment will aid 
the effective administration of this 
Code or may be necessary to effectu- 
ate within the electrical contracting 
industry the purpose of the National 
Industrial Recovery Act as adminis- 
tered. 

Amendments to this Code may be 
proposed by any affiliated local asso- 
ciation to the National Executive 





Committee, and when approved by 
the President of the United States 
shall be effective. 

Violation by any member of the 
electrical contracting industry of any 
provision of this Code, or of any 
approved rule issued thereunder, is 
an unfair method of competition. 

This Code shall be in effect begin- 
ning ten days after its approval by 
the President of the United States 
or his agent. 


Answers to Questions on Industrial 
Recovery Act 


Since the passage of the Industrial Recovery 
Act the N. E. C. A. has been almost swamped with 
questions from electrical contractors. 
has selected the twelve most recurrent questions 
and gives the answers below. 


By Laurence W. Davis 


Mr. Davis 


General Manager, National Electrical Contractors Association 


1. Does the National Indus- 
trial Recovery Act apply to 
local electrical contractors? 

This question has been asked by 
many electrical contractors in view of 
the fact that the business of the aver- 
age electrical contractor is largely 
intra-state rather than inter-state. In 

a bulletin issued by the Department 

of Commerce, Bureau of Foreign and 

Domestic Commerce, on May 31, the 

following statement was made: 


One of the questions which fre- 
quently arises in connection with title 
(1) of the National Industrial Recov- 
ery Act—is the method by which those 
engaged in purely intra-state com- 
merce can be made to comply with 
codes of fair practice adopted by those 
engaged in inter-state commerce. It 
should be noted in the Bill that wher- 
ever a provision is made concerning 
inter-state commerce, it is followed 
by the words “or affecting inter-state 
commerce.” This involves the legal 
principles laid down by Chief Justice 
Hughes in his decision in the “Shreve- 
port rate case.” 

Chief Justice Hughes said, in part: 
“Wherever the inter-state and intra- 
state transactions ... are so related 
that the government of the one in- 
volves the control of the other, it is 
congress, and not the state, that is 


entitled to prescribe the final and 
dominant rule, for otherwise congress 
would be denied the exercise of its 
constitutional authority and the state, 
and not the nation, would be su- 
preme within the national field.” 


The National Industrial Recovery 
Act is designed to improve conditions 
within all businesses and it would be 
impossible to accomplish such Act 
without relation to intra-state units, 
since the practices existing among 
such units directly affect the welfare 
of the entire industry, both inter- 
state and intra-state. 


2. What steps should a local 
group of electrical contrac- 
tors take to obtain the benefits 
of this Act? 


The National Industrial Recovery 
Act declares in Section (1) that its 
purpose among other things is “to 
provide for the general welfare by 
promoting the organization of indus- 
try for the purpose of cooperative 
action among trade groups”. The Ad- 
ministration at Washington has indi- 
cated that it desires to deal first with 
the ten major industries which con- 


trol the bulk of industrial employ- 
ment, but that no industry which can 
prove it is organized with a truly rep- 
resentative association of its industry 
will be denied a hearing. Because of 
the necessity for having uniformity 
of conditions applying to all members 
within the same industry, codes must 
be national in their scope, with only 
such variations as may be necessary 
to geographical or other local condi- 
tions. This is very important, for 
when a code is adopted and approved 
it becomes the governing law for that 
industry, for those who are not mem- 
bers of the industry association as 
well as for those who are members. 
Local groups within the industry 
should take immediate steps to form 
local associations affiliated with the 
National Association, and concerns 
that are not members of their local 
group or the National Association 
should hasten to join, in order that 
they may have a voice in the formu- 
lation of the code and in the adminis- 
tration and enforcement of the code 
when approved. 
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3. Will electrical contractors be 
licensed under the Code? 


The Recovery Act authorizes the 
President of the United States, dur- 
ing the first year that the law is 
effective, to license business enter- 
prises in any industry or trade where 
he finds that destructive wage or 
price cutting, or other activities con- 
trary to the policy of the Act, are 
‘eing practiced. Not only may the 
President of the United States re- 
quire business enterprises to be li- 
censed, but he may also, after notice 
and hearing, suspend or revoke any 
licenses, providing it can be shown 
that the concern has been violating 
the provisions of the act. 

It is evident, however, that this 
provision of the Recovery Act will 
only be availed of by the President 
of the United States in the event 
that conditions within an industry 
cannot be corrected by voluntary ac- 
tion of the industry under its Code 
of Fair Competition. 


4. Can local contractors groups 
get approval of local codes? 


Only a chaotic condition could re- 
sult if each local association in every 
line of industry throughout the coun- 
try were to set up independent codes 
and submit them to the federal ad- 
ministrator for approval. Such pro- 
cedure would result in thousands of 
individual codes, and consideration of 
the procedure necessary to obtain ap- 
proval of a code obviously makes such 
a plan inconceivable. In a bulletin 
issued by Hugh S. Johnson, Adminis- 
trator for the President, he states: 

“As soon as a proposed code is put 
in proper form, a public hearing will 

e given on the Code, at which all in- 

terested parties may apvear. Such 
hearing will be held by a person desig- 
nated by the Administrator, and with 
experts present as advisors who will 
be chosen under the supervision of the 
Secretaries of Commerce and Labor 
respectively. At such a hearing the 
proposed code may be modified, and 
if it is agreed to as so modified, by 
the industry presenting it, and rati- 
fied under such conditions as the Ad- 
ministration may prescribe, it will be 
presented to the President thereafter 
for his approval or disapproval. 

The Administrator further points 
out, that in order that there may be 
no delay, only basic codes within each 
industry should be submitted at the 
outset, covering only such agreements 
as are consistent with the policy of 
the Act, respecting maximum hours 
of labor, minimum rates of wages, 
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and such means as each industry may 
find necessary to protect its construc- 
tive cooperating majorities from the 
wasteful and unfair competition of 
minorities or recalcitrants. Additions, 
modifications and refinements of such 
basic code will be considered later 
upon application by the industry’s 
association. 

It is advisable, therefore, that local 
contractor groups should first lend 
every cooperation to the securing of 
the basic code of fair competition for 
the industry and to set up such affilia- 
tion with the National Association as 
will permit the extension and appli- 
cation of that code to their local needs 
at the earliest possible date. 


5. How are the rules to be en- 
forced? 


It is proposed that the electrical 
contracting industry, through the Na- 
tional Electrical Contractors Associa- 
tion, appoint a National Control Com- 
mittee, which in turn may appoint a 
National Control Director, who shall 


be charged with the enforcement of . 


the provisions of the Code, of hear- 
ing and adjusting complaints, con- 
sidering proposals for amendments 
and making recommendations there- 
on, and otherwise administering its 
provisions. The National Control 
Committee and Control Director shall 
be subject to the authority of the 
National Executive Committee of the 
National Electrical Contractors Asso- 
ciation, and any affiliated local asso- 
ciation or any adherent to the provi- 
sions of the Code and subject to its 
terms, shall have the right of appeal- 
ing to the National Executive Com- 
mittee, whose decision on said appeal 
shall be final. The administration of 
the Code, under the National Control 
Director, will be through the affiliated 
local associations so authorized by the 
National Association. 

Under the National Industrial Re- 
covery Act, the Codes of Fair Com- 
petition are made legally enforcible 
by four methods: ° 


a. Violation of any provision of 
any code is a misdemeanor. 

b. Violations may be prevented 
by an injunction presented in 
the federal district courts. 

c. Proceedings may be brought 
to prevent unfair competition 
under the Federal Trade Com- 
mission Act. 

d. Where necessary the President 


is empowered to revoke the 
licensing provisions of the Act. 
The Recovery Act provides that 
when a Code of Fair Competition has 
been approved, any violation of any 
provision thereof in any transaction 
shall be a misdemeanor, and for vio- 
lations thereof the offender shall be 
fined not more than $500.00 for each 
offense, and each day such violation 
continues shall be deemed a separate 
offense. 


6. Is this a price fixing law? 

Although efforts were made at the 
last meeting in Congress to prohibit 
fixing of prices, the law as passed 
does not prohibit the regulating of 
prices, if a Code of Fair Competition 
does not tend to promote a monopoly 
or eliminate or oppress small enter- 
prises. However, the law provides 
that the Executive Department may 
withdraw its approval of any code at 
any time if it appears that its purpose 
or effect is to raise the cost to the 
public faster than is deemed sound. 

In a statement from the President 
of the United States he emphasizes 
the following principle: 


I am fully aware that wage in- 
creases will eventually raise costs, but 
I ask that management give first con- 
sideration to the improvement of op- 
erating figures by the greatly in- 
creased sales to be expected from the 
rising purchasing power of the public. 
The aim of this whole effort is to re- 
store our rich domestic market by 
raising its vast consuming capacity. 
If we now inflate prices as fast and as 
far as increased wages the whole pro- 
ject will be set at nought. We cannot 
hope for the full effect of this plan 
unless in these first critical months, 
and even at the expense of full initial 
profits, we defer price increases as 
long as possible. 


7. How is the price situation 
to be regulated? 


The whole problem of successful 
business operation rests on the ques- 
tion of selling prices. These must be 
high enough to cover cost and to rep- 
resent a reasonable profit. There is 
no easy way of fixing selling prices 
which will not break down under the 
pressure of the economic laws of 
competition, Price fixing by and of 
itself cannot be relied upon, either 
with or without any new law. It is 
possible, however, to provide by 
agreement that selling prices shall 
not be below cost, plus a fair and 
reasonable profit, and then to define 
those costs as being understood to 
include 1. materials, 2. labor, includ- 
ing public liability and workmen’s 
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compensation insurance, 3. job ex- 
pense and 4. overhead, or adminis- 
trative expenses. 


8. Whatis meant by maximum 
hours of labor and minimum 
rates of pay? 

The National Industrial Recovery 

Act requires that 


(a) Every code of fair competition 

. shall contain the followin~ condi- 
tions: ... (3) that employers shall 
comply with the maximum hours of 
labor, minimum rates of pay and other 
working conditions a~-roved or pre- 
scribed by the President. (b) The 
President shall, so far as practicable, 
afford every opportunity to employers 
and employes in any trade, to estab- 
lish by mutual agreement, the stand- 
ards as to maximum hours of labor, 
minimum rates of pay, etc.” 


In a bulletin issued June 20, Hugh 
Johnson, National Administrator, 
stated : 


(a) Basic code provisions relating to 
maximum hours may involve appro- 
priate consideration of the varying 
conditions and requirements of the 
several industries and the state of em- 
ployment therein. An average work 
week should be designed so far as 
possible to provide for such a spread 
of employment as will provide work 
so far as practical for employes norm- 
ally attached to the particular indus- 
try. 

(b) Minimum wage scales should be 
sufficient to furnish compensation for 
the hours of work as limited; suffi- 
cient, in fact, to provide a decent 
standard of living in the locality 
where the workers reside. 


9. Will this Act affect labor 
agreements or force shops to 
unionize? 

In an interview with General John- 
son, Federal Administrator, on June 
20, in response to the question as to 
whether the Act would have the effect 
of unionizing industry, he made this 
statement: 

This Administration is not going to 

be used as a means for unionizing any 

industry. The law has given men the 
right to bargain collectively and to 
choose their own_ representatives. 

There it is. I am going to execute it. 

At a national industrial conference 
held in Chicago on June 20, under 
the auspices of the National Associa- 
tion of Manufacturers, a resolution 
was adopted referring to Section 7 
of the Recovery Act relating to labor 
relations, as follows: 

(a) It is clearly understood that the 
foregoing paragraph does not impair 
in any particular the constitutional 
rights of the employee and employer 
to bargain individually or collectively 
as may be mutually satisfactory to 
them; nor does it impair the joint right 
of employer and employee to operate 
an open shop. 
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(b) Nothing in this code is to pre- 
vent the selection, retention and ad- 
vancement of employees on the basis 
of their individual merit, without re- 
gard to their affiliation or non-affilia- 
tion with any labor organization.” 


10. What effect will the Act have 
on the unfair practices of 
other industry groups? 

A Code of Fair Competition, un- 
der the Recovery Act, will become an 
enforcible legal regulation of mem- 
bers of the industry group, but it can- 
not impose regulations on other 
groups who are not participants in 
the making of such code. 

Many unfair practices of other in- 
dustry groups can only exist because 
of the willingness of electrical con- 
tractors to participate in such prac- 
tices. The Code of Fair Competition 
for the electrical contractors proposes 
to stop such participation, by rules 
that can be enforced in their own in- 
dustry. 

If we put our own house in order 
first we will find that such practices 
by others will be forced to cease. 

It should also be kept in mind that 
every other industry is today giving 
similar consideration to existing prac- 
tices within their groups, and that 
they in turn will set up rules of fair 
competition which will in a large 
measure correct the unfair practices 
now effecting electrical contractors. 


11. What effect will the Code of 
Fair Competition have upon 
the small contractor? 

The National Industrial Recovery 
Act specifically states that codes shall 
not be designed “to eliminate or op- 
press small enterprises and shall not 
operate to discriminate against them.” 
No code including any ruling oppress- 
ing or eliminating the small contrac- 
tor will be approved. 


12. Why should a contractor be- 
long to the National Elec- 
trical Contractors Associa- 
tion? 

The National, Industrial Recovery 
Act states that Codes of Fair Compe- 
tition shall be submitted by associa- 
tions which are truly representative 
of such trade or industry and which 
impose no inequitable restrictions to 
membership therein. 

In the Model Code which has been 
widely adopted by many industries 
the following paragraph appears. 


Participation in this Code, and any 
subsequent revision of or addition to 


the Code, shall be extended to any 
person, partnership or corporation in 
the industry, who accepts his share of 
the cost and responsibilitv, as well as 
the benefits of such participation, by 
becoming a member of his industry 
association.” 

It is essential, therefore, that each 
individual electrical contractor should 
identify himself immediately with his 
industry by joining the National As- 
sociation, first, that his National As- 
sociation may be truly representative 
of his industry, and second, that he 
may participate in the formulation of 
the Code of Fair Competition and its 
administration as effecting his busi- 
ness, 


N. E. CODE FORMALLY 
ADOPTED 


The board of directors of the Na- 
tional Fire Protection Association ap- 
proved on June 26 the text for the 
1933 edition of the National Elec- 
trical Code as a formal Association 
standard. This text was as exhibited 
by A. R. Small, Chairman of the 
Electrical Committee, the exhibit con- 
sisting of a galley proof with various 
corrections and changes suggested by 
letter correspondence with chairmen 
of various article sub-committees and 
with other members of the Electrical 
Committee. 

At the N.F.P.A. meeting last 
month a representative of N.E.M.A. 
moved the approval of a proposed 
change in the text of sub-paragraph 
1 of paragraph a of new Section 804. 
The new wording proposed does not 
require that the non-tamperable type 
of plug fuse when used without an 
adaptor shall be usable in the present 
standard Edison plug cutouts. The 
action of the meeting in Milwaukee 
was to refer this proposal to the 
board of directors with power. The 
action of the board was favorable to 
the proposal, subject to the outcome 
of a letter ballot now before the Elec- 
trical Committee membership. This 
favorable consideration was largely 
in view of there being no protests to 
the motion made by the N.E.M.A. 
member at the Milwaukee session and 
the fact that no protest had been filed 
with the executive office of the N.F. 
P.A. and with the Chairman of the 
Electrical Committee subsequently. 

The board by formal action ap- 
proved the new wordings of the two 
interim revisions now being balloted 
as subject to the final outcome of 
the letter vote. 
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Advertising That Sells Wiring 


On this page are shown a number of 
the advertisements being run by the 
Union Gas & Electric Co. in the Cin- 
cinnati papers as a part of a cam- 
paign to sell more wiring. These were 
each two columns wide and 5!/, in. 
deep. 
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are you going to attach it) 
@ For convenience and accuracy electric clocks are 
Qreat. But when you buy an electric clock have an 
outlet put in close to where you are going to use the 
clock so that there will be no unsightly wire stretch- 
ing around. This is especially important if- the clock 
is to be used on the mantel. 
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“it 
Wo at the Deor? 


@ Good porch lights and lights illuminating 
the exterior of your buildings, controlled by 
master switches from the interior of your 
home, are a real protection. At the present 
low prices they can be installed for a mod- 
est sum. For estimates see your electrical 
contractor or your utility company. 






house. ... 
where a man can see to SHAVE” 


@ Many « chin has been cleaved and temper lacer- 






















@ Many 2 home that has 2 well wired and lighted 
living room has a basement that resembles a dungeon. 
The basement is a highly important place.. light it 
accordingly. Your electrical contractor will be glad 
to furnish you estimates on providing more lights, 
switches and outlets. They're very reasonable in cost. 










ated all because of poor light in the home shaving 
sanctum. Lighting a morror for shaving is easy, if you 
know how .. . and your electrician does. Call him 
today for a price on better shaving lighting. 
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queyintetal 


@ Don’t tet yours be a one reading and working 
light home. We are given only one set of eyes. Isn't 
it foolish to endanger them by poor light. especially 
80 now that electric wiring. fixtures and lamps ere so 
cheap! Call in your electrical contractor for estimates 
on making your home well-lighted and convenient 
electrically. 


he 
is your frctory’ lighting ? 


@ The kitchen can properly be called the factory or 
workshop of the home. The modern factory is well 
lighted. is yours? The new low prices make it easy 
to have lights over the range and the sink as well as 

central fixture for general illumination 









* Now that the hours of daylight are so short, good 
electric lights in your garage will give you an oppor- 
tunity to do the “fooling around" the car which all 
of us like so well. Prices of electric wiring are amaz- 
ingly low today. Call your electrical contractor for 
estimates. If you like, your electric company will be 
pleased to put you in touch with reliable concerns. 



































Galt your electrical contractor or your electric com- 
pany for estimates 









D, the 


electrician 
nail down your furniture? 


@ Every woman occasionally likes to change the ar- 
rangement of her furniture. Yet in many homes things 
might as well be nailed down to the floor. For the 
rooms are not provided with enough electric outlets 
to permit the shifting of lamps and appliances. Extra 
outlets cost but little. Call your electrician or your 
electric company. 



















a Living Room comer in your closets ? 


@ At small cost your electrical contractor can fit 
your closets with lights and switches so that you can 
find things easily without topsyturvy searching. Call 
him for estimates. Or. if you are not acquainted with 
an electrician. your electric company will be glad to 
put you in touch with a suitable man 






@ Many 2 living room containing hundreds or even 
thousands of dollars worth of furnishings ts spoiled by 
ugly electric wiring @ The of 
additional electric outlets is inexpensive and is not a 
major operation. Phone your electrician or your elec- 
tric company for estimates 
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Winning Papers In 


“Selling 





The response to the contest for the best 
suggestions on how to sell adequate wir- 
ing which was conducted by ELECTRICAL 
CONTRACTING during March and April was 
very gratifying. In almost every case the 
suggestions were very simple and prac- 
tical. 

In making their selection of prize win- 
ners the judges had in mind primarily the 
most practical suggestions for selling the 
customer, suggestions that were widely 
applicable. 

A number of the suggestions offered 
reinspection as the means to the end. In 
itself reinspection is fine, but fundamen- 
tally it is for the purpose of creating 
“safe” rather than “adequate” wiring. 

The judges wish, in addition to naming 
the winners of the $50 in prizes whose 


suggestions follow, to mention with appre- 
ciation the contributions of the following: 
George L. Fiske, Clarke & Mills Electric Co., 
Boston, Mass. 
H. L. Trout, J. W. Scott Electric Co., Cincin- 
nati, Ohio 
J. L. Bannan, Roselle Park, N. J. 
C. E. Nagle, Nagle & Heald Electric Co., 
Waterloo, Iowa 
George Chevreux, Jr., Brooklyn, N. Y. 
O. R. Neisius, Fremont, Neb. 
G. C. Sanders, Portland, Ore. 
Joseph Levine, Economy Electric Co., Ellen- 
ville, N. Y. 
L. W. Davis, general manager, 
National Electrical Contractors Ass’n. 
Arthur L. Abbott, Uniform Ordinance 
Department, National Electrical Man- 
ufacturers Association 
S. B. Williams, editor and general 
manager, ELECTRICAL CONTRACTING 


La eens aneT Late Roa oe 








Judges 





Ist Prize 
A practical systematic yet simple plan of 
definitely selling home owners by personal 
calls every step in adequate wiring and lay- 
ing out the work on a plan—advertised as 
an "Electrical Planning Service." 


Selling Adequacy with 


a Planning Service 
By R. W. Heald 


Nagle & Heald, 


VERYONE in the electrical in- 

dustry is aware that the largest 
open field where adequate wiring 
should and can be sold is in new 
home construction, remodeling and 
in the rewiring of old homes where- 
in the installation has become out of 
date. 

It is therefore only natural that 
in advancing a plan to “sell adequate 
wiring” this field should be given the 
most consideration even though it is 
also possible to follow the same lines 
in many cases of commercial instal- 
lations. 

In advocating the plan which is to 
follow, it must be remembered that 
for practical operation it is intended 
for homes of the average class and 
others up to $20,000.00 value. Gen- 
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Waterloo, la. 


erally the person who contemplates 
building a home of higher value em- 
ploys an architect of good reputation 
and I believe most good architects 
are mindful of the important phase 
of adequate wiring in client satisfac- 
tion. 

Every electrical contractor is fa- 
miliar with the many difficulties en- 
countered in gaining an interview 
with his prospect. A personal letter 
is the best step toward making his, 
or her acquaintance, followed the 
next day by a personal call. An eve- 
ning call is generally the most pro- 
ductive since more leisure time is 
usually available and it often takes 
some time to explain my proposition 
to them. 

In order to create an interest in 





R. W. Heald 


my plan many alibis must be met 
and overcome. But once attention 
is centered on convenient control of 
lighting, plenty of receptacles, radio 
outlets, clock outlets, flush calls, ade- 
quate service installation and, not 
least of all, a drawing which will 
show the exact location of each and 
every outlet. 

Many times after the first inter- 
view I have received an enthusiastic 
response to my request that they al- 
low me to take their plans or rough 
sketch so that I may make up the 
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working drawing previously men- 
tioned. 

I arrange for a future meeting at 
the prospects’ home and then pro- 
ceed in my leisure time (or at once) 
to make a copy of their plans, or if 
none are available, I make one as 
nearly accurate as is possible, and 
then to lay out a job which will be 
unusually complete and adequate in 
every respect; a job which I myself 
would like should I be going to move 
into the home which my prospect is 
building. I enclose a layout of a 
job made last summer as a sample 
of what is done. (See above.) 

I have found that the younger 
contractors are alive to the advan- 
tages of new ideas in comfort and 
convenience which are to be offered 
in the wiring of a new home, and 
more often than not these little ideas 
spell the difference between an or- 
dinary job and a “Red Seal” job. 

The presentation of this drawing 
and its explanation in terms and de- 
scriptions, so the owner, or owners, 
can thoroughly understand how this 
installation would serve them con- 
veniently and adequately for years to 
come, affords an opportunity to sell 
yourself to these people and like- 
wise sell the job. It is often neces- 
sary to explain the why of every 
outlet, its specific location, purpose, 
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Sample Layout 


advantages and other reasons for its 
necessity. These details are appre- 
ciated and avoid misunderstandings 
later when the job is completed. 

I have had several occasions where 
the contractor himself has been sold 
























































five years, speaks well for this meth- 
od of selling adequate wiring to new 
home builders. 

I do not leave my drawing with 
my prospect, explaining to them that 
I have made it for the purpose of 


‘ELECTRICAL PLAN NING SERVICE 





The many homes in which we have installed for the 
owner 4 ¢ 
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under construction, se adasaceatine den. 
trical installation will require revamping in 2 
oe ions eeaieeticehe naman eee 30- 
vancing progress of Electricity. % 
Investi for yourself, before you build, then 
cabelp youghen peor Bloctricd y 
of these whom we have served—they know the bene- 
fits of Adequate Wiring. 
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WATERLOO, IOWA Phone 555 


Typical Advertisement 


on the plan system and he now ar- 
ranges for an interview with the 
prospect. One of these contractors 
has two homes of his own which 
were awarded Red Seal certificates. 
The unusual interest of the utility 
company in requesting a list of all 
homes our firm has wired in the past 


showing them how their home can be 
adequately and conveniently wired 
for the use of electricity. If they 
are prepared to proceed with the job 
as it is laid out and we agree on the 
contract, I offer to make a duplicate 
of this drawing for them and. it be- 
comes a part of the contract. The 
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experience of leaving my drawing 
with my prospect and losing several 
nice jobs on price, then to find they 
were wired identical to my plan, soon 
taught me to keep the layout in my 
possession until the contract is 
signed. 

As a proof that this plan is a suc- 
cess it is necessary to explain what 
has been accomplished by its opera- 
tion. To put this plan in action I 


started personal contact with pros- 
pective owners and tied this up with 
newspaper and a local home building 
magazine advertising. 


I enclose sev- 








od j . 
BATH ROOM 


Pie edad : | ¥ 


Every Room a Demonstration 
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not 
the 


eral copies of advertising which 
only carry the message but also 
picture of what I wanted to do. 

In our city of 47,000 people we 
had no “Red Seal” jobs of record 
three years ago, but since initiating 
my pian our firm has made applica- 
tion for 18 homes and received 13 
awards, and one other firm has re- 
ceived one award. I have lost two 
awards because of the impossibility 
of placing two bracket lights in bath 
rooms where the medicine cabinet 
had wing mirrors and the only prac- 
tical solution was the placing of 





2nd Prize 


Prospects are shown the ad- 
vantages of adequacy by 
actual demonstration. Many 
wiring specialties can thus be 


sold. 


Demonstrate 
Adequacy in 


Your Own Home 


By A. Reiter 
Binghamton, N. Y. 


HE best and surest way for the 

electrical contractor to sell more 
wiring and appliances is to install 
them in his own home. Enclosed 
you will find some snapshots of the 
interior of my home. 

Because the city of Binghamton, 
N. Y., has about 99 per cent of its 
homes wired, it is almost necessary 
for the electrical contractor to do as 
I have done. I have wired my home 
with the latest switches and recep- 
tacles, and I have purchased the most 
modern appliances. In this way I 
can show them to my customers to 
their best advantage. I will try to 
describe the wiring in my home. 

On the front porch I have an il- 
luminated house number, and two 
side lights that light as soon as any- 
one stands on a mat. There is also 
a telephone from the front porch to 
the kitchen. The mail box is so 
wired that a bell rings, when you 
put the mail in the box. 

In the living room there is a 5-light 
fixture that is operated by two 
switches, two side lights on one 


one light over the medicine cabinet. 

Since the utility company has be- 
come interested in our plan all ap- 
plications for Red Seal awards are 
now filed with them. Please remem- 
ber our city does not have a Red 
Seal league. Therefore, I have had 
extra difficulty in receiving awards 
because of no license to use the em- 
blem, and so forth. 

I have a list of ninety-nine new 
homes our firm has wired, 90 per 
cent of these are the result of our 
planning service and 85 per cent are 
far above the average in adequacy. 





A. Reiter 


switch, three duplex receptacles on 
three switches and sw-tch operated 
radio. To explain this more thor- 
oughly, there is a 9-gang switch in 
the living room and 1] the lights and 
receptacles are controlled from this 
one switch. In the clothes closet 
there is also a light and a door switch. 
The light goes on as soon as the 
door is opened. 

In the bedroom, I have a very 
pretty inverted glass fixture, con- 
trolled by two switches; when one is 
turned on the result is a soft amber 
light, if more light is needed we turn 
on the other switch and we have a 
bright light. In the bedroom there 
are also three receptacles, and two 
side lights, operated by a switch sim- 
ilar to the one in the living room. 
I have a large sun lamp in the bed- 
room, and a heating pad. . There is 
also something in the bedroom that 
I must not forget to mention, every- 
one is impressed by it, and that is a 
light under the bed. It is operated 
by a switch that is on the bed. The 
purpose of this light is to not dis- 
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turb any one else in the room, if you 
wish to leave the room. The glare 
of the light is all on the floor. 

In the dining room | have a large 
crystal fixture, that has seven bulbs. 
It is operated by three switches and 
is on a circuit by itself. I also have 
cove lights in the dining room; they 
give a nice soft light to eat by. There 
is a button under the rug to call the 
maid. 

The bathrooms has a ceiling light 
and a side light controlled by 
switches. There is also a 1500-watt 
wall heater, which is very practical 
in the Spring or Fall, before the 
furnace is started. 

I honestly believe I have one of 
the best electrically equipped kitch- 
ens in this city. I have a ceiling 
light with a fan which operates on 
two switches, also the following: 
electric range, electric refrigerator, 
dish washer, electric water heater, 


3rd Prize 


Through weekly classes archi- 
tects can be educated to 
write exact specifications for 
adequate wiring. 


Sell Adequate 
Wiring to the 
Architect 


By C. A. Rowley 
Rowley Electric 
Pasadena, Cal. 


OR years I have been very 

strongly of the opinion that the 
best way to sell adequate wiring is 
to sell it to the architect. 

Suiting action to the thought I 
have availed myself of every oppor- 
tunity to boost adequate wiring and 
adequate specifications to my archi- 
tect friends. 

The best means to this end in my 
experience has been the formation 
of classes consisting of four or five 
architects with a real desire to learn 
something about electricity and its 
application to their work. 

Several years ago I had two such 
classes totaling eight members, meet- 
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electric clock, electric mixer and 
toaster. 

In the laundry I have an electric 
washer, mangle and an electric iron. 

I also have the following electrical 
things: An electric floor waxing ma- 
chine, reducing machine and an elec- 
tric card table. 

Now I will give just one instance 
where I have profited by having my 
home wired, as I have described to 
you. 

One of the outstanding residents 
of our city was having a home built 
for himself, in the most desirable res- 
idential section of Binghamton. I 
asked the owner if I could give him 
an estimate on the wiring. He replied, 
“Yes, you can estimate on it, but I 
have practically given the job to an 
old school friend of mine.” I asked 
him to come to my home to see the 
right way to wire a home. I also 
informed him that he would not be 








C. A. Rowley 


ing once a week for three months. 
And again this winter I had another 
class, started at the request of a 
former student, meeting once a week. 

I start my “pupils” at the very 
bottom with definitions and elemental 
formulae, and gradually take them 
on through the simple theory and 
its application to their particular 
problems. The difference between 
direct and alternating current, single 
and three phase, two and three wire 
distribution, etc., are taken up and 
explained in such detail as seems 
necessary to illustrate their applica- 
tions, 

Gradually we approach the prob- 


obliged to me in any way, and that 
he could inform his friend about the 
wiring in this home, which would 
enable him to have his new home 
wired likewise if he so desired. A 
few days later he visited my home 
and he was so well pleased with the 
result of the wiring that the next 
evening he brought his wife over, 
and I was asked to give him an esti- 
mate on the wiring, which was $525 
or $225 higher than his friend’s fig- 
ure. I got the job because he saw 
what he wanted and could not ex- 
plain to his friend. There have been 
many other similar cases. 

Very often someone will ring our 
door bell and ask if they may see our 
electric home. I can truthfully say 
that the wiring and appliances have 
paid for themselves, and it is by far 
the best way to show your customer 
and the surest way to get the busi- 
ness with the least competition. 


lem of preparing an exact specifica- 
tion for some job one of the archi- 
tects has already built. This presents 
the real sales opportunity. 

The students have already been in- 
structed how best to locate the me- 
ter, main switch, service entrance and 
panel boards, but they do not fully 
realize the importance of these seem- 
ingly small details until they have to 
work them out for themselves. 

And, as the work of figuring 
switch, service and panel sizes pro- 
gresses they are more and more im- 
pressed with the fact that an elec- 
trical specification after all is more 
than the mere statement: 

This installation shall be made 
in accordance with the latest 
rules of the National Board of 
Fire Underwriters, etc., etc. 

In fact, by the time the calcula- 
tions are completed on this first lay- 
out, they know that if their jobs are 
to be adequately wired they them- 
selves must see to it. If the main 
switch and service are to have re- 
serve capacity and if there are to be 
sufficient spare circuits in the panels, 
then the specifications must say so 
in exact terms of amperes capacity, 
wire and conduit sizes and circuits 
per panel. 

Supplementing the course as out- 
lined above I have prepared a simple 
form of specification which combines 
the most essential features boiled 
down to the Nth degree. This was 
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introduced several years ago, and I 
am glad to say, has since been used 
quite extensively by many members 
of my first classes. 

All of this may seem rather far 
afield of the subject under discus- 
sion, viz., 

“How to Sell Adequate Wiring.” 

But to my mind this plan hits the 
nail squarely on the head. In the 
first place it convinces the architect 
that the electrical wiring and equip- 
ment are vastly more than incidental 
to the job as a whole. 


He also finds out by the process of 
self demonstration that a good wir- 
ing job must be planned; and once 
planned, must be backed up by speci- 
fications that specify. 

For the first time probably, he fully 
realizes the difference between a job 
that “passes inspection” and one that 
is laid out for reasonable adequacy. 
His eyes are opened to the fact that 
he often gets a 30-amp. main and a 
6-circuit panel when the best inter- 
ests of his client require a 60-amp. 
main and facilities for 10 or 12 
branch circuits. 

Through a comprehensive display 
of the latest wiring materials and 
devices which I have this year added 
to my course, my students have 
gained visual impressions of what is 
newest and best, and so are able to 
intelligently decide what they want. 

The plan embraces a thorough dis- 
cussion of the advantages of Red 
Seal wiring and my standard speci- 
fications contain this paragraph: 

RED SEAL 
This job is to be wired up to the 
latest Red Seal standard and is to be 
inspected and certified to that effect 
by the Pacific Coast Electrical Bureau 
without extra expense to the owner. 

The big argument in favor of the 
plan is this, that with each architect 
it gets to the fountain head of many 
jobs, catches them in the embryo and 
just naturally develops them along 
the lines of adequacy. 

In support of this, I can testify 
that the Red Seal paragraph quoted 
above has gone into scores of speci- 
fications in the past several years and 
thereby has raised the standard of 
many a job above the average. 

The plan is easy to work. Any 
contractor with a few intimates 
among the architectural group in his 
community will find them keen for 
the idea. 

Self interest, however, must be 
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relegated to the background along 
with bias, partisanship and too much 
discussion of trade relations. 

Any contractor who will try out 
the plan in a friendly, honest and 
sincere manner will at once render 


the architects a real service and sell 
the idea of adequate wiring in a big 
way. 

He won’t get all the work but the 
industry as a whole, and the public, 
will benefit immensely. 





4th Prize 


Systematic survey of pros- 
pects with series of suitable 
letters and direct follow-up. 


Promotional 


Methods 


By Harvey S. Hatch 
Davis & Morgan Electric Co. 
Plymouth, Mass. 


HE market for adequate wiring 

is tremendous and can only be 
sold through the cooperative efforts 
of the electrical supplies manufac- 
turer, his jobber, the utilities, the 
wiring inspector, the contractor-deal- 
er, and such fine trade papers as 
ELECTRICAL CONTRACTING. Success 
will be assured when this group gets 
together, organized for the common 
good and working as one unit. Your 
paper has been doing a noble work 
with the many excellent articles and 
especially the photographs of faulty 
wiring. The others in this group can 
be depended upon to do likewise. 

I will confine my suggestions to 
ideas we have tried and others we 
plan to use in the future. Some have 
proved their worth and are good 
business getters. We can look for 
increased wiring business to come, 
generally speaking, from three 
sources, namely: 


1. Industrials. 
2. Business properties. 


3. Residential wiring, both new 
and remodeling of old. 


In each of these we have a differ- 
ent plan of attack. There are, how- 
ever, several suggestions we have in 
mind that cover adequate wiring in 
a general way. These are: 

A. Have highly colored gummed 
stickers marked “adequate wiring”. 
to be used for all bundles wrapped 
at the counter. 

B. Have two printings on all letter 
paper, bills and statements. This sec- 
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ond printing to be in red in the cen- 
ter of the sheet, representing the 
exterior of a house on fire and 
marked, “Prevent this! Adequate 
wiring! Properly installed!” 

C. Have special window cards and 
posters for use in trimming windows 
with wiring material, switches, etc. 
This will show good and poor mer- 
chandise as well as the methods of 
installation. 

D. In painting truck bodies have 
them lettered or in some prominent 
way identified with a particular wir- 
ing system. 

E. Have a good assortment of blot- 
ters and other enclosures for month- 
ly billing and statements. 

1. Industrials:—Going back to the 
most promising markets we have the 
following suggestions to make as to 
the sale of adequate wiring in indus- 
trials: 

A. List all the plants of any size 
in your vicinity. 

B. Write them first class mail. 
Call their attention to the business 
revival expected in the future, and 
ask them to become a party to a 
power and maintenance contract you 
are selling. You can explain that 
a survey of their electrical machinery 
with a complete report of its con- 
dition is free. Enclose a return post 
card. At least one-half will answer. 
Work on these. Try for an appoint- 
ment with the others after you have 
exhausted your sales efforts with 
those who sent in an inquiry. 

2. Business Properties:—Use first 
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class mail for a letter stating that 
any business block wired more than 
five years ago is obsolete in as far 
as the wiring goes. Offer to inspect 
free of charge and submit a report. 
This report should contain a com- 
plete plan of the present wiring lay- 
out as well as a modernized version. 
Be sure to stress the fact that by 
using your plan any additions, even 
small ones, will be a step in the right 
direction. You can call this the five 
year plan if you want to. Use an 
ammeter, voltmeter, wattmeter and 
megohmer in all these tests. Do not 
use return cards. Mail in small 
groups, following each one with a 
personal call. 

3. Residential Wiring. (Remodel- 
ing of old houses and wiring of new 
houses. ) 

A. Get a map of your town or city 
and mark it off in zones. 

B. Pick out the likely parties in 
these sections and mail first class let- 
ter with your story. Letters may 
differ somewhat in each zone. En- 
close return post card for a copy of 
“Adequate wiring, what is it?” 

C. Have a small booklet known as 
“Adequate wiring, what is it?” This 
will contain a lot of information for 
the prospective builder or one re- 
modeling. Have the cover of this 
booklet call attention to a different 
system we have of arranging outlets 
for lights and switches. This cover 
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Typical 
Letter 


if presented on certain dates to be 
good for a 5 per cent discount on 
all materials used. 

D. In your store have a special 
table on which with small pieces of 
wood you can lay out two floors of 
your prospective customers’ resi- 
dence. Have an assortment of furni- 
ture in miniature. This way you 
can have an exact layout and your 
customer is much more apt to be 
entirely satisfied in the end. 

The system for getting new work 
will be the same excepting the zon- 
ing and mailing of letters. Follow 
building permits regularly and keep 
in touch with architects for contacts 
on this. 

We are enclosing one of our let- 
ters mailed to two hundred of our 
best customers. These went out 
March 1. The response was grati- 
fying. (One of these letters is repro- 
duced on this page.) 





5th Prize 


In rural districts the direct per- 
sonal contact through house-to- 
house canvass is essential in pro- 


moting adequate wiring. 


To Sell Adequate 
Wiring in Rural Areas 


By Everett A. Pitman 
Conway, N. H. 


S this is the season of the year 

when business is rather dull I 
thought of an easy way to create 
new sales. 

First of all, I had hand-bills print- 
ed advertising a large stock of fix- 
tures which I priced at a very reason- 
able cost and have for display at all 
times. 

Then I began a_ house-to-house 
canvas distributing these fliers and 
also doing repairs of minor import- 
ance like fixing lamps, cords, fix- 
tures, irons and appliances. If one 
is at all observing, there will be lots 
of improvements to suggest in wir- 
ing, new appliances for old, worn out 
ones, and a little persuasion gets an 
entire new rewiring job in house or 
barn, where the old installation is 
shown to be dangerous and incon- 
venient. These things, along with a 
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little kindly advice on all problems 
concerning electrical wiring, have 
not only brought ready money now, 
but the promise of more work dur- 
ing the summer. 

It is surprising to find so many 
people who have the idea that a few 
new receptacles or fixtures will cost 
a lot of money. By personal con- 
tact, which this method has afforded, 
the people have found that adequate 
wiring may be had at a comparatively 
low price, as well as more conven- 
ience, 

In this territory the homes are 
widely scattered outside the towns. 
They are hard to get in touch with 
unless one goes to them direct. This 
method is practical here but might 
not be in all places. It might be 
tried on a little different plan by the 
city contractor. 
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THE RECOVERY ACT CODE 


LSEWHERE in this issue will be found 
E the proposed draft of the Code of Fair 
Practice for the electrical contracting in- 
dustry as authorized under the National 
Industrial Recovery Act. Following it, L. 
W. Davis, general manager, N. E. C. A,, 
gives the answer to the twelve most fre- 
quently asked questions about the applica- 
tion of this Act to the electrical contracting 
industry. Both articles should be studied 
carefully by every electrical contractor. 
When this Code is passed it shall be the 
law of the industry, enforcable through the 
federal courts. 

In studying this Code it must be remem- 
bered that the law was framed for the pur- 
pose of aiding employment. The adminis- 
tration is more interested at the moment in 
the way in which labor is to be handled 
than in profits. 

Each industry must set up a minimum 
wage and maximum hours of employment. 
This is not going to be easy because of the 
local aspect of wages. 

As soon as this point is cleared up the 
N. E. C. A. will be in a position to apply 
to Washington for a hearing. 

In the meantime contractors in every lo- 
cality should organize, not for the purpose 
of writing their own Codes, but to work 
with the National. Washington will recog- 
nize but one Code for an industry, and that 
the one provided by the national associa- 
tion. It is useless for a local to draft its 
own rules and expect to get any recognition 
of them. Only the national rules will apply. 

The national rules, however, cannot be 
adopted until the industry is organized na- 
tionally. Right now the rules, except for 
the labor paragraph, are ready but the 
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membership in the national is still insuffi- 
cient. 


Contractors in a great many places are 
meeting to learn about the Act and its ap- 
plication to their business. One of the first 
activities of such meetings should be appli- 
cation for membership in the national. 

Initiation fees have been waived tempo- 
rarily, while dues for the balance of the 
year have been set at only $10. The cost 
has purposely been set low in order to re- 
move any artificial barrier to a representa- 
tive membership. 


Join the N. E. C. A. now and have a voice 
in the government of your industry. 


ANTI-MERCHANDISING LOSES 


ITHIN the month two legal decisions 

have virtually destroyed the efforts of 
the proponents of utility anti-merchandis- 
ing legislation. 

The Kansas Supreme Court has declared 
the Kansas law violates the fourteenth 
amendment to the Constitution of the 
United States. The Appellate Court of 
Texas has dissolved an injunction, granted 
some time ago, forbidding the San Antonio 
Public Service Company to sell gas and 
electric appliances. 

In public utility circles these decisions 
are being hailed with considerable delight 
because it is doubtful now if any similar 
legislation will get very far. The decisions, 
however, cannot wipe out the results of 
the legislation. While there came in the 
train of that legislation much that was 
undesirable in the form of cheap merchan- 
dising by non-electrical outlets taking ad- 
vantage of the situation, the better mer- 
chandisers of electrical appliances were 
able, as the result of such legislation, for 
the first time to secure an agreement from 
public utilities that coordinated sales activ- 
ities were the best for everybody. 

Generally speaking, electrical retailers 
were not opposed to utility merchandising. 
They did, however, feel it necessary to pro- 
tect themselves against some practices of 
utility selling. When these practices are 
removed there will be no complaint from 
electrical dealers. 

Although the utilities are naturally 
pleased at these two decisions, it must not be 
taken to mean that the lid is off on merchan- 
dising. The lesson has been learned and the 
good accomplished. 
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UTILITY OWNED WIRING 


MINE objection raised is the cost of wiring for 

the range, varying from $14 to $80, an average 
of $34, and we hesitate to sell the range because we 
have to put in $34 worth of wiring. What is this busi- 
ness anyhow? It is furnishing facilities for the custom- 
er’s use, making an investment to provide for facilities 
for the customer’s use. What difference does it make 
whether the facilities are in the power house or in the 
customer's house? I sometimes wish we owned all the 
wiring and all the appliances in the customer's house. 
The telephone company does it. I tell you, if we did 
own all the wiring and all the appliances in the cus- 
tomer’s house it would be lots harder for somebody 
else to come and take the business away. I don’t know 
that it is practical. I merely suggest it. I think tt 
would be a very good idea.” 


From an address by Preston S. Arkwright, presi- 
dent, Georgia Power Co., before the recent con- 
vention of Edison Electric Institute. 

Mr. Arkwright is the head of the Nation- 
al Electric Cookery Council and perhaps his 
intense desire to see the use of the electric 
range forge ahead faster will excuse such 
remarks. It is doubtful, however, if he con- 
sidered the full intent of his remarks, but 
unfortunately, they cannot be lightly passed 
over, because others are voicing similar 
ideas. 

In the first place, it is doubtful if the 
power companies can legally single out any 
particular customer wiring that they should 
own. If it is proper to own range wiring, 
then what is there to prevent buildings and 
factories from demanding free wiring? Of 
course, if the power companies were to go 
as far as that they would soon find that 
their investment was so great as to put 
them in a position where they could not 
compete with other services. 

Secondly, and probably more important 
from the standpoint of the contractors, the 
utilities do not desire to take the responsi- 
bility of owning any customer wiring after 
the service. Were a utility to own any cus- 
tomer wiring, it would be responsible for 
its safety at all times. 

At the present time the utilities demand 
conduit service wiring, not only to protect 
themselves against the possible theft of cur- 
rent but equally as much to protect cus- 
tomers from shock hazards. 

So vulnerable is a power company to suits 
for damages as the result of injuries from 
electrical causes that it would never dare 
own customer wiring without making it as 
near shock and tamper-proof as humanly 
possible—and then the cost of range wiring 
would be high. 

All of this talk about the high installation 
cost of ranges and the high cost of the 





ranges themselves is just so much alibi on 
the part of utility commercial men whose 
only knowledge of selling is to offer special 
prices, long terms or give something away. 

When the utility sales people really begin 
to believe in what they are selling they will 
stop seeking alibis. The cost of the article 
and its installation will be no handicap, 
while the best of them will probably make 
it a virtue. 


PROTECTION CLAUSES 


NTIL such time as the market has had 

an opportunity to steady down from 
the effects of the wage section of the In- 
dustrial Recovery Act it would be advisable 
for all contracts for future delivery or work 
to carry a clause that would protect the 
contractor. 

Manufacturers in some lines have already 
incorporated such clauses in all future de- 
livery contracts and in all probability, many 
others will do likewise. With no protec- 
tion, therefore, on either labor or material 
prices contractors should be cautious about 
the acceptance of long contracts. 


CAPACITY PRODUCTION 


S we go to press the newspapers herald 
the fact that the steel industry is op- 
erating at 50 percent of capacity. Steel 
operators, on the other hand, contend that 
these figures are all wrong, that in fact the 
industry is operating nearer 100 percent of 
capacity. 

It is not difficult to reconcile these two 
different opinions. The steel operators con- 
tend that only available capacity should be 
considered, that many open hearth and 
blast furnaces are down and that many roll- 
ing mills are not in operable condition. To 
keep certain parts of the production ma- 
chinery in operation other machines and 
furnaces were robbed of parts. 

Isn’t this the situation to be found in all 
industry? If the figures were available it 
would most likely be apparent that indus- 
try today is operating at close to available 
capacity. 

If this is so there should be a large vol- 
ume of industrial electrical work coming to 
the surface. Some of this is already break- 
ing as shown by orders for electrical equip- 
ment. The surface, however, has hardly 
been scratched. A lot of this business can 
be had right now by good selling. 
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MATERIAL FOR THIS DEPARTMENT IS SUPPLIED BY THE HEADQUARTERS 
STAFF OF THE NATIONAL ELECTRICAL CONTRACTORS ASSOCIATION 


420 LEXINGTON AVENUE, NEW YORK, N. Y. 


President, L. E. Mayer 
14 North Franklin Street, Chicago, Illinois 


Vice President, Earl N. Peak 
1603 West Main Street, Marshalltown, lowa 


DIVISIONAL EXECUTIVE 
COMMITEEMEN 


Eastern Central 
Louis Kalischer F. T. Langford 
288 Livingston St. 511 S. Third St. 
Brooklyn, N. Y. Minneapolis, Minn. 
Southern Mountain 
D. B. Clayton R. R. Reid 


1957 South 5th East 
Salt Lake City, U. 


844 Martin Bldg. 
Birmingham, Ala. 


Southeastern Pacific 
W. W. Ingalls F. O. Sievers 
315 S. W. 10th Ave. 468 Sth St. 
Miami, Florida San Francisco, Cal. 
Great Lakes Eastern Canadian 
R. J. Nickles R. A. L. Gray 
109 W. Main St. 85 York Street 
Madison, Wis. Toronto, Ont. 


2470 Grand River Ave. 


Western Canadian H. B. Frazer 
J. H. Schumacher 250 N. Jith St. 
344 Main Street Philadelphia, Pa. 
waeyee San, G. M. Sanborn 
309 N. Illinois St. 
At Large Indianapolis, Ind. 
E. D. Brown 


W. J. Squire 
401 Wyandotte St. 


Detroit, Mich. 
Kansas City, Mo. 


A. C. Brueckmann 
314 Keyser Bldg. 
Baltimore, Md. 


J. A. Fowler 
118 Monroe Ave. 
Memphis, Tenn. 


General Manager 

Laurence W. Davis 

420 Lexington Ave. 
New York City 


Contractors Organized for Industry Welfare 


RECOVERY ACT RENEWS ASSO- 
CIATION INTEREST 


Headquarters have been fairly 
swamped with requests for informa- 
tion on procedure in connection with 
the National Industrial Control Act. 
The interest in membership is mount- 
ing every day. Hundreds of appli- 
cations have been received and as 
soon as these are cleared through the 
regular channels, their acceptance will 
be reported. The initial group ac- 
cepted is reported below on this page. 


Organization meetings are being 
held in a large number of cities, of 
which the following have already re- 
ported: Boston, New York, Syra- 
cuse, Buffalo, Philadelphia, Wash- 
ington, Richmond, New Orleans, At- 
lanta, Memphis, Cincinnati, Cleve- 
land, Detroit, Toledo, Milwaukee, 
Houston, Los Angeles, San Francis- 
co, Portland, Seattle, Tacoma, Salt 
Lake City and Omaha. 


In many other cities large meetings 
of contractors are being held to find 
out how they should organized to 
operate under the new law. Local 
associations and groups are urged to 
seek the cooperation of the National 
Association. 





CONNECTICUT 
New Haven: 
The Stevens-Fitch Co. 
District oF CoLuMBIA 
Washington: 
Riggs Distler & Co., Inc. 


GEORGIA 
Atlanta: 

Jos. F. Bryan Elec. Co. 
Butler Elec. Co. 
Cotton States Elec. Co. 
Hawkins Elec. Co. 
Hunter Hague Elec. Co. 
Peters Elec. Co. 
Puckett Elec. Co. 
Star Elec. Co. 


MARYLAND 
Baltimore: 

Joseph A. Becker 

onnert Elec. Co. 

Crown Elec. Co. 
Jos. B. Dreisch 

Chas. A. Russell 
The Whiteley Elec. Co. 
Stark Elec. Co. 
The Howard P. Foley Co., Inc. 
Kingsbury-Samuel Elec. Co. 
Riggs Distler & Co. 
MASSACHUSETTS 


Boston: 
Lord Electric Co. 


NEW MEMBERS 
The following applicants have been 
accepted into the N.E.C.A. since the 
publication of the list in the June 
issue : 


New York 

Brooklyn: 

Berkshire Elec. Co., Inc. 

Cantor Elec. Co., Inc. 

L. A. Feldman 

The Greenblatt Co., Inc. 

Wm. B. Greenstein 

Griffen Elec. Co. 

Hagen & Helmers 

H. Hyman 

Julius Jacobs, Inc. 

A. Johanson 

M. Weitzman Elec. Contrg. Co. 
Long Island City: 

William T. Dippel, Inc. 
New York: 

Albanesi & Brandstadter, Inc. 

Arc Elec’l Constr. Co., Inc. 

Blackall & Baldwin Co. 

Boh Electric Co. 

Brown Elec. Co. 

Burkart Elec’l Co., Inc. 

Conduit Wiring Co. 

Robert E. Denike, Inc. 

Edwards Elec’l Constr. Co. 

E, J. Elec. Installation Co. 

RB. Eichwald & Co., Inc. 

Engert-Hellman, Inc. 

Fajans Elec’l Constr. Co. 

Albin Gustafson Co. 

Toseph Guttman, Inc. 

Hagan Elec. Co. 


Hoffman & Elias, Inc. 
Samuel W. Hurowitz, Inc. 
T. Frederick Jackson, Inc. 
Karlin Elec. Co., Inc. 
Kelting Elec. Co., Inc. 

P. J. Keogan & Co., Inc. 
Krug Elec. Co., Inc. 
Lindsay-Wrieht Co., Inc. 
Lowry & Donnath, Inc. 
Louis Mantel 

Pabst Electric Co. 
Radice Electric Co., Inc. 
Rao Engrg. Co., Inc. 
Regent Elec. Const. Co. 
Reis & O’Donovan, Inc. 
Rialto Elec’l Co., Inc. 
Riggs Distler & Co., Inc. 
Simpson, Inc. 

Leo S. Stern 

Unit Engrg. Corp. 
Utility Elec. Co., Inc. 
Van ee Constr. Co. 
Watson-Flagg Engrg. Co. 
Werther Elec. Contrg. Co. 
Wimpie Elec. Co., Inc. 


OREGON 
Portland: 
Swigert Elec. Co. 


WASHINGTON 
Seattle: 
Meacham & Babcock 
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® More money for you 


greater Savings for UuSsevs 


wer \ 


LUMINAIRES 


ee modernization or new building jobs 

... selling the more profitable quality fix- 
tures is much easier if you standardize on Magna- 
lux luminaires. 


Magnalux units give from 25 to 30 per cent 
more light than obsolete fixtures, without increas- 
ing wattage consumption. This increased amount 
of light results from the unequalled efficiency of 
Magnalux luminaires ... which is more than 90 
per cent of the lamp output. 


In addition to maximum efficiency Magnalux 
luminaires have these other powerful selling ad- 
vantages: Perfectly diffused, semi-indirect light, 
so evenly distributed that the fixtures themselves 
blend harmoniously into the lighted ceiling ... 
a radiated flood of soft, inviting illumination that 
enhances the interior of fine offices and exclusive 
shops ... distinctive beauty in design and finish 
... patented semi-rigid suspension that simpli- 
fies installation, and permits the fixtures to hang 
vertically from uneven ceilings... only one chain 
disconnection needed for cleaning and relamping. 


Let us send you FREE a booklet describing 
the advantages of Magnalux lighting. 


Quality werkmanship guarantees every Westinghouse product 


=< 


g 
| 





Magnalux Luminaire—distinctive beauty, high efficiency, easy 
cleaning, and simple installation are advantages of this fixture. 


SEND 











Notice how the Westinghonse Magnalux fixtures 
blend harmoniously into the evenly lighted ceiling. 


Westinghouse Electric & Manufacturing Company 
Room 2-N—East Pittsburgh, Pa. 


Gentlemen: Please send your booklet, D.M.F. 5505, describing the 
advantages of Magnalux lighting. 
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\\\ code chats 





A MONTHLY DISCUSSION OF WIRING PRACTICE AND QUESTIONS 





OF INTERPRETATION, PRESENTED WITH A VIEW TOWARD ENCOURAGING 





A BETTER UNDERSTANDING OF THE NATIONAL ELECTRICAL CODE 





CONDUCTED BY F. N. M. SQUIRES 


ASSISTANT CHIEF INSPECTOR, N. Y. BOARD OF FIRE UNDERWRITERS 





OPERATING ROOMS CLASS | 
HAZARDOUS LOCATIONS 


Are hospital operating rooms, an- 
esthesia rooms, etc., classed as has- 
ardous locations in accordance with 
Article 32 of the National Electric 
Code? If so, under what classifica- 
tion, 

Hospital operation rooms and an- 
esthesia rooms, and so forth, are 
classified as Class 1 locations in Ar- 
‘ticle 32 of the Code. 





MARKING ARMORED CABLE 

What is meant in 505-e by the re- 
quirement that the cable must carry 
distinctive markers throughout its 
entire length? 

This is a requirement imposed 
upon the manufacturers so that the 
inspector in the field may identify 
the manufacturer of any particular 
piece of wire or cable. 





WHAT IS A SHOW WINDOW? 
What constitutes a show window? 
Our local inspection department 

contends that a glass front, if it does 

not have a back or is not totally en- 
closed, is not a show window. 

If it has no back, but has a plat- 
form or floor about 30 in. above store 
floor and also may or may not have 
a railing above this platform and at 
rear edge of platform, then by their 
Opinion it is a show window. 

Our contention that any glass front 
of a store, whether enclosed or not 
and where goods are placed on tables 
or arranged back of glass for dis- 
play, or it is possible so to display, 
is a show window in the meaning of 
the Code. 
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Such windows, without backs are 
usually found outside of strictly busi- 
ness districts and are used by chain 
groceries to display fruits, vegetables, 
canned goods and also by small fur- 
niture and radio stores, to display 
their wares. 

Show windows are mentioned in 
two places in the Code. Rule 613-c 
forbids the use of flexible cord in a 
show window unless it is armored 
and 613-d, 9 governs the computation 
of the size feeders required to sup- 
ply show windows. 

The Code, however, does not give 
a definition of a show window. When 
rule 613-d was written it was in- 
tended that paragraph 9 would apply 
to any sort of a window which might 
be used for display purposes and that 
the term would be used very broadly 
and not applied with technicalities. 

For the purpose of rule 613-d, 9 a 
show window is any window used 
for display, provided, however, that 
where the glass front extends down 
to the floor line level, or within 6 in. 
of same, and the window is not set 
off from the store by a partition, 
bulkhead, railing or other means it 
will not be considered as a show 
window. 


SINGLE WIRES IN CONDUITS 


Why should they be apt (510-b) to 
use a single wire for extensions? 

A single wire might be used in 
conduit (rigid or flexible) or in elec- 
tric metallic tubing on a direct cur- 
rent system where it might be desir- 
able to use the smaller size conduit 
rather than the larger. Such use of 
a single wire in metallic conduit or 
tubing would not be allowed for al- 
ternating current. 


WIRE FOR NEON TUBE WORK 


What type of wire and what method 
of installation is required when wiring 
for Neon Signs? Do you insist upon 
a 3500-volt lead covered wire or 
3500-volt wire in rigid conduit? 

Wire for use on the secondary 
(high voltage) side of a gas tube 
(neon) transformer should comply 
with rule 5002-c. Underwriters’ Lab- 
oratories lists the wires of several 
manufacturers as being approved for 
this use. Such wires are listed under 
“Gas Tube Sign Cable” and are 
known under types GT-5, GT-10 and 
GT-15. For safety sake the GT-15 
shéuld’ be recommended. Insulation 
for 3500 volts would not be sufficient 
even though lead covered. The instal- 
lation of wiring on the high tension 
side of the gas tube transformer 
should be as required in the last half 
of rule 5002-c. 


—_——— 


POLARIZING OLD WORK 

Kindly give your opinion on this 
job which has three No. 4 wires and 
a 60 amp. service entrance switch. 
This feeds store on first floor and 
basement, all new work and polar- 
ised. The apartment on the second 
floor is old work but is supplied from 
same service and has both wires 
fused in meter switch and branch 
blocks. The only contention is that 
the branch circuits for store and 
basement should be double fused. 

As the old circuits running to the 
apartment are not polarized they 
should remain double fused but the 
new circuits should be both polarized 
and single fused. 

It should not be hard for a con- 
tractor to explain to his customer the 


Electrical Contracting, July, 1933 
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OPERATES WITH 
PRECISION 


All Sangamo Time Switches 
do just this—Best material, 
accurately made and as- 
sembled with utmost care 
—Behind every Sangamo 
is more than 30 years ex- 
perience in manufacturing 
precision instruments. You 
can depend on Sangamo 
Time Switches—our guar- 
antee is your protection 
for perfect operation and 
satisfied customers. 














. Slow-speed (240 r.p.m.) 


Form VS 
Features 


. Available for any com- 


. Forty-ampere capacity. 
. Revolutionary small gap, 


. Three “on” and “off” 


high-torque Sangamo self- 
starting synchronous 
motor. Unconditionally ° 
guaranteed. 


mercial frequency. 
slow-opening mechanical 
contacts — proven thor- 


oughly dependable. 


operations for each 24- 
hour cycle. 


. Manual operation with- 


out disturbing sequence. 


. Sunday and holiday cut- 


. Dust-proef mounting. 
. Pry-outs, back and bot- 


THINGS 


A Time-Switch Should Dos 


SANGAMO 


DOES THEM BOTH 


MAKES A PROFIT 
FOR YOU 


You can make a nice profit 
on Sangamos—and re- 
member that you have the 
protection of Sangamo’s 
consistent jobber policy— 
Sangamo jobbers can tes- 
tify to that—Not only can 
you make a profit on the 
sale of the time switch but 
there’s also the profit on 
installation. Standardize 


on the Sangamo Time 
Switch—you’ll profit. 



























SANGAMO ELECTRIC 


SPRINGFIELD, ILLINOIS 








benefits of a polarized system to get 
him to have the necessary changes 
made to polarize the old work. It is, 
of course, but a simple matter to re- 
verse the connections at the sockets 
if they are found to be not properly 
polarized but care will have to be ex- 
ercised to make sure that the switches 
are not left in the grounded wire. 





WHEN BOTH WIRES OF AN A.C. 
CIRCUIT NEED NOT BE IN 
SAME ARMOR 


Why is it not necessary (505-m) 
to run all the wires in the same 
armor for circuits supplying vacuum 
and gas tubes lighting systems and 
X-Ray apparatus? 

Very often both ends of a neon 
tube are not near each other and yet 
it is desirable to protect the high 
tension wires with a piece of conduit. 
This is permitted because the current 
is so very small that little heating 
due to induction is experienced. 


FUSETRONS 

Are Fusetrons practical? 

No doubt the manufacturer of this 
device would answer this question in 
but one way. 

It is a well known fact that motors, 
and also a few other devices, take 
large starting currents but run on 
much less current. When such de- 
vices are protected by fuses or cir- 
cuit breakers which are of practically 
instantaneous operating characteristic 
it can be seen that the protective de- 
vices must have an operating rating 
sufficiently high to take care of this 
heavy starting current. Hence when 
the current has dropped down to the 
running value proper overcurrent 
protection may not be afforded. Some 
motors, for instance, require a 15 
amp. fuse for starting but if the rotor 
becomes stalled will not blow a 15 
amp. fuse but will burn out without 
causing a 15 amp. fuse to operate. 
The Fusetron is designed to allow a 
fairly high starting current to flow 
for a short period of time but will 
operate to open the circuit on a much 
smaller current if a current in excess 
of its normal rating flows for a con- 
siderable length of time. It is de- 
signed to operate before the tempera- 
ture of the métor has reached a dan- 
gerous point. 


Therefore, they are practical. 
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You may buy friction or rubber tapes 


Ye 


to use in your own work or you may 


Yd 


stock them for resale to your customers. 


ZL 


It’s a sure bet that your customers will 


Vl 


like best the tapes you like best for your 


own work. 


Yl 


On either hand, therefore, it’s Panther 
and Dragon Tapes. Their distinctive hard 
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Vdd; 
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Factories: 


ZL 





Yl 
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green cores identify each roll, and permit 
you to get the last few feet. The glisten- 
ing cellophane wrappers seal them and 
keep them fresh. They’re appealing to 
your trade. They are made by one of 
the oldest wire and tape companies in 
Good tapes are good 


business all around. 


business today. 


HAZARD INSULATED WIRE WORKS 
Division of 


THE OKONITE COMPANY 
Wilkes-Barre, Pa. 


Passaic, N. J. 
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| YEARS EXPERIENCE = NEws 
STANDS BEHIND THIS HEAVY-DUTY 








ANTI-MERCHANDISING LAW 


ELECTRICAL EQUIPMENT 




















ORNAMENTAL FLOOD. 

LIGHTING LANTERNS 
Several specially designed 
types of efficient, attractive 
lanterns for street and building 
illumination. 


FLOODLIGHTS 
Buildings - Airports - Sports 
A full line of high-grade, effi- 
cient projectors, with special- 
ized types for every outdoor 
lighting purpose. Sizes from 10” 
diameter, 250 watts to 36” di- 
ameter, 5000 watts. 


WEATHERPROOF SAFETY 
SWITCHES 
Heavy-duty safety switches in all sizes 
from 30 to 200 amperes, 2 to 4 poles, 


with or without interlocking plugs and 
receptacles. 


PLUGS AND RECEPTACLES 
For portable cords, especially adapted 
for use with all types of portable machin- 
ery in shops, office buildings, institu- 
tions, etc. Sizes from 20 to 200 amperes, 
one to six poles. Special types, includ- 
ing fused plugs, available for every type 
of service. 


CONDUIT FITTINGS 
Junction boxes, Terminal boxes, Fuse 
boxes, Unions, Lamp receptacles, Flexi- 
ble conduit unions, Strain relief bush- 
ings, Reducing bushings, Outlet fittings, 
Attachment plug receptacles, Toggle 
and Snap switch fittings. 


INDUSTRIAL LIGHTING 
REFLECTOR FITTINGS 
Substantially constructed conduit fittings 
for both indoor and outdoor service. 
Sizes up to 200 watts for use with stand- 

ard porcelain enameled reflectors. 


EXPLOSION PROOF FITTINGS 
VAPORPROOF FIXTURES 
Heavy-duty design, affording complete 
protection against the hazards and de- 
structive action of fumes, gases, or mois- 
ture. Special types of explosion proof 
fittings for gasoline filling 
stations and refinery use. 
Vaporproof fixtures in sizes 
up to 200 watts, with or 

without reflectors. 














PORTABLE HAND LAMPS_| 
4 ee Se including vaporproof types, in sizes 


TURBO-GENERATORS, GAS-ELECTRIC 
PLANTS 


Steam turbine power units from ‘4 to 14 horse-power. 
Steam turbo-generators from ‘2 to 12 kw. Motor-gener- 


ator units. Gasoline electric power plants, Department 
of Commerce and Underwriters Laboratory approved. 
Pyle-National electrical equipment is designed and built 
for convenient installation, maximum efficiency in use. 
and of substantial construction te withstand the severest 
of railroad or industrial service. 


Bulletins describing the equipment shown here will be 
sent upon request. 





THE PYLE-NATIONAL COMPANY 


1334-53 NORTH KOSTNER AVENUE, CHICAGO, ILLINOIS 





UNCONSTITUTIONAL 

The Supreme Court of Kansas in 
a recent decision has declared the 
utility anti-merchandising law of 
Kansas to be in violation.of the four- 
teenth amendment of the Constitu- 
tion of the United States in that it 
deprives utilities of privileges inci- 
dental to their general business. 

Almost simultaneously the Texas 
Appellate Court has dissolved an in- 
junction granted some time ago re- 
straining the San Antonio Public 
Service Co. from merchandising gas 
and electrical appliances. 





TUCSON ORDINANCE 
UNCONSTITUTIONAL 

The new Tucson (Ariz.) electrical 
ordinance has been declared uncon- 
stitutional by the County Superior 
Court. This ordinance was adopted 
in November of last year and has 
been in dispute ever since. 

The court rules that the ordinance 
was in violation of the fourteenth 
amendment of the Constitution of 
the United States on the grounds that 
it was unfair to require a bond of 
electrical contractors unless similar 
bonds were required of all other busi- 
ness men in Tucson. 

The court rules that the require- 
ment of $1,000 bond was unfair to 
contractors operating on a small 
scale. 


30-HOUR WEEK FOR DENVER 
ELECTRICIANS 

A contract providing for a 30-hour 
week for union electrical workers in 
Denver was entered into between 
local No. 68 of the I. B. E. W. and 
the Denver Electrical Contractors 
Association. 

The contract provides that no man 
shall be permitted to work more than 
thirty hours a week and provides for 
an arbitration committee consisting 
of three members of the union and 
three members of the contractors’ as- 
sociation. 

The committee was given the 
power to change wage scales when 
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YOU CAN PROFIT from this advertisement 


Industrial plants aren’t buying 

equipment these days unless 
they can be shown that hard-cash 
savings in production and mainte- 
nance will result. 


Fuseless wiring protection, pro- 
vided by Westinghouse “De-ion” 
Circuit Breakers, presents an ideal 
opportunity for this creative selling. 


The advertisement reproduced 
above is one of a series in which 
Westinghouse is presenting the 
advantages of fuseless protection 
to more than 50,000 industrial 
plants all over the country. It dis- 
cusses an example of fuse waste 


that is typical of conditions in 
plants right in your community. 
In this particular plant the money 
spent for fuses in one week would 
have bought 14 circuit breakers, 
and permanent freedom from 
blown-fuse expense. 


Take advantage of the interest 
aroused by Westinghouse advertis- 
ing and the opportunity fuseless 
protection provides to get more 
wiring business. 


The coupon will bring you a 
76-page catalog giving prices, lay- 
outs, dimensions, and names of 
distributors of Nofuze Devices. 














Westinghouse Electric & Manufacturing Company 
Room 2N—East Pittsburgh, Pa. 


Gentlemen: Please send Nofuze Catalog 2246. 


SEND FOR CATALOG 
Westinghouse 


Quality b ship guarantees every W estinghouse product Dr RiAnciuussouneudinnsesctnaubadencsesetbneusnstedenate ce 
GE ctndtdavatdccincasctcnnctennnsniideduaddueianiebenin 
SI badd ciccescseeucnddandacendctedsesdisieincecs T 79609 
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WATCH WIREMOLD! 





I. BUSINESS PRINCIPLES 
WHICH HAVE WON THE 
CONFIDENCE OF THE 
INDUSTRY ARE BEING 
EXTENDED TO A 
BROADER FIELD OF 
ELECTRICAL SERVICE. 


WIR 


HARTFORD, CONN. 





























RALCO PRODUCTS are designed to do more than just the 
purpose intended. 


They are built for ease of installation for the workman to con- 
serve his time and reduce the Contractors cost—to durably 
and efficiently serve your customer and stand severe service. 


You can build a reputa- 
tion by using them. 


Heavy Duty Receptacles 
and Plugs for two, three 
and four pole service from 
20 to 100 Amps. at 250 
volts D. C. and 600 volts A. C. 


A full line of Explosion-proof approved 
Junction Boxes, Unions, Swivel Unions and Fittings. Recep- 
tacles, Plugs and Switches for Hazardous locations to meet the 
new National Code requirements. 


To use them in your work is to build your business on the 
basis of full satisfaction. Write for descriptive matter. 


RALCO MANUFACTURING CO. 
125 N. Albany Ave., Chicago 


BRANCH OFFICES: 





Atlanta Kansas City New York San Francisco 
Baltimore Los Angeles Philadelphia San Antonio 
Boston New Orleans 











economic conditions seemed to war- 
rant a change. The wage scales may 
be readjusted by the committee twice 
a year. The 30-hour week became 
effective in May of this year. 





SAN BERNARDINO SURVEYING 
WIRING BOOTLEGGING 

A city-wide survey is in progress 
in San Bernardino, Calif., to deter- 
mine the amount of bootleg wiring 
being done. All contractors have 
been notified by city electrician Rouse 
of the city’s plan to strictly enforce 
all municipal regulations, particular- 
ly the license clause. 





ARREST BOOTLEGGER 
IN SYRACUSE 

Syracuse, N. Y., is engaged in a 
drive to eliminate bootlegging of wir- 
ing. The first arrest has been made 
of a contractor charged with install- 
ing electrical work without taking 
out a permit. 





N. E. M. A. DRAFTING 
RECOVERY ACT CODE 

A committee of the National Elec- 
trical Manufacturers Association has 
been named to proceed with the re- 
drafting of a tentative Code of Fair 
Competition in accordance with the 
provisions of the Industrial Recov- 
ery Act. It is expected that the com- 
mittee will report to the board of 
directors of the association during 
the first week in July. 

In a statement from the associa- 
tion it was said that in all probability 
no price control provisions would be 
made initially beyond a prohibition 
of sales below cost. 





BOSTON CONTRACTORS HEAR 
NEW BUSINESS IDEAS 

The first of a series of meetings 
of the contractors’ section of the 
Metropolitan Electrical League of 
Boston took place on June 15, at 
which time Peter Dolan, the new 
superintendent of the Municipal 
Wire Division, spoke on “Reinspec- 
tion” and Col. F. M. Gunby spoke 
on “Modernization.” 

Mr. Dolan emphasized the neces- 
sity for reinspection to maintain elec- 
trical work in good condition and 
what it meant to the electrical con- 
tractor. 

A series of meetings are planned 
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by the section to be devoted entirely 
to rebuilding the contractors’ busi- 
ness in the Boston area. These meet- 
ings will tie in with the plans of the 
League, as outlined by J. J. Caddi- 
gan, to develop Fall business. 





MINNESOTA CONTRACTORS 
MERGE ASSOCIATIONS 

At the June meeting of the South- 
ern Minnesota Electrical Association 
held June 18 and 19 at St. Cloud, 
Minn., the name of the association 
was changed to Minnesota Electrical 
Association. During the past six 
months the Western Minnesota and 
Central Minnesota Electrical Associ- 
ations joined with the Southern, 
thereby making the association a 
state-wide organization. 

The Industrial Recovery Act was 
discussed in detail by the members 
and it was voted to appoint an ex- 
ecutive committee with power to act 
in preliminary conferences. 





CINCINNATI CONTRACTORS’ 
PUSH ADEQUACY AT 
EXPOSITION 

Stressing adequacy of wiring, and 
featuring the latest electrical devices, 
the Cincinnati Electrical Contractors’ 
Association used the Electrical Prog- 
ress Exposition, held in Cincinnati 
May 8 to 13, as a medium to adver- 
tise products they handle daily which, 
in many cases, are unfamiliar to 
home owners, architects and builders. 
It was the intention of the contrac- 
tors to show devices that are not in- 
cluded in the average specifications, 
and the result was the discovery that 
a greater interest exists in these ar- 
ticles than is ordinarily supposed. 

Printed dodgers were passed out 
from the booth, urging electrical 
modernization for convenience, listed 
the names, addresses, and phone 
numbers of Association members, 
and suggested a call to the nearest 
electrical contractor for information 
and prices. 

Prior to the exposition, special 
invitations were mailed to architects, 
builders and general contractors by 
the association, informing them of 
the nature of the display and request- 
ing them to visit the contractors’ 
booth. 

All electrical contractors in the 
city were invited to bring their cus- 
tomers to see this display, and to 
participate in the exhibit if they so 
desired. 











Make Money Now 


with this new low cost 


Emergency Lighting System 








Selling Price 
$150.00 





The new Exide-Keepalite Emergency Lighting 


System is a 2-way profit maker. 


It can be sold 


now: in your community. It is the money maker 


you've been hoping for. 


Why Keepalite? Because, 
despite every precaution of utility 
companies, they cannot prevent 
service interruptions due to storms, 
street accidents and troubles within 
the premises. These lighting fail- 
ures occur more frequently than is 
commonly supposed. Imagine the 
danger that could easily occur in a 
crowded theatre, school auditorium 
or hospital operating room if lights 
suddenly go out! Injury, serious 
damage, loss of good will. That is 
why Exide-Keepalite can be 
easily sold to such places in your 
community. 


The Market for Keepalite at 
its unusually low price is almost 


without limit! This is demon- 
strated by the fact that thousands 
of larger Exide Emergency Light- 
ing Battery Systems—costing 5 to 
25 times as much as Keepalite 
—have already been sold through- 
out the country. 


Keepalite fills a definite need 
in every community. Emergency 
Lighting protection is needed 
regardless of the times. Keepalite 
can be sold now!" 


FREE 


Booklet fully describing Keepalite: Why Keepa- 
lite; What It Is; Where Needed and HOW TO 
SELLIT. Clip, sign and mail this coupon today, 
It leads the way to bigger 1933 profits. 





Keepalite 
Prospects 


MAIL THIS COUPON TODAY 





Hospitals 
Schoois 

Theatres 

Banks 

Engine Rooms 
Stores & Markets 
Swimming Pools 
Restaurants 


Name...... 
Apartments 
Hotels 
Institutions Address 





Jails, etc., etc. 


THE ELECTRIC STORAGE BATTERY CoO., 
19th & Allegheny Avenue, 
Philadelphia, Pa. 


Please send me your FREE Contractor’s Book- 
let describing Keepalite—the NEW 2-Way 
profit maker. 











THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 
The World’s Largest Manufacturers of Storage Batteries for Every Purpose 
Exide Batteries of Canada, Limited, Toronto 
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Junction 
box with lid. 


Universal 
Joint. 









Wire en- 
closing 
arm. 


Features of Type 
J Wire Enclosing 
Bracket: 


Weatherproof wire 


wi 
Junction box and lid 
Universal joint 


40 deg. vertical ad- 
justment 
180 deg. horizontal 






Triple 
owing beam 
Cast virgin aluminum 


oro- 
bracket jector. 


The Quad Lines 


Large range of reflectors for 
Industrial, sign, and specialized 
Commercial lighting, Floodlight- 
ing and accessories. 








vaonanace Meo ce. 


earcnares 


FLOODLIGHTING 
UNIT 


A porcelain enameled fleodlight 
with two new and outstanding fea- 
tures that mean more business for 
you. (1) The chromium plated pro- 
jector delivers a longer, broader beam 
—without streaks or striations and 
(2) the aluminum wire-enclosing 
bracket puts the light just where you 
want it—with only one bolt to tighten. 





The new Type J Bracket has a 40 deg. 
vertical adjustment, 20 deg. up and 
20 deg. down, and in addition, for 
the first time, a horizontal swing of 
180 deg. without moving the bracket. 
It fully encloses the wire—look at the 
additional features which make it the 
bracket and complete unit desired by 
hundreds of contractors. 


Write for full details, description and 
prices. 





QUADRANGLE MANUFACTURING Co. 


30 SOUTH PEORIA ST. 


CHICAGO, ILL. 








At new, reduced prices 


NEON GLOW LAMPS 





reach wider range 
of uses, sales 
and profits 


Increased demand brought increased pro- 
duction. That brought lowered manufac- 
turing costs. And now, for you, a new, 
drastically reduced price on Neon Glow 
Lamps! The Neon Glow Lamp keeps 
reaching out into a wider field of uses. 
Consumes in continuous use less than a 
few cents’ worth of current a month. 
Ideal for night and emergency home 
lights. For pilots and signals. For inter- 
mittent lighting free from lag. For thea- 
tre and other exits. For stroboscopes, 
oscillators, etc. Write for complete in- 
formation on uses, types, prices. General 
Electric Vapor Lamp Co., 867 Adams 
Street, Hoboken, N. J. 


GENERAL & ELECTRIC 
VAPOR LAMP COMPANY 


554 Copr. 1983, General Electric Vapor Lamp Co. 


The Contractors’ Association is a 


y O U C A N G E T | division of The Cincinnati Electric 
MORE BUSINESS. 
WITH THE NEW 


Club, which, together with the Cin- 
cinnati Times Star, sponsored the 
Electrical Progress Exposition. 


ORGANIZE TO CURB LOW 
BIDDING 

One of the major activities of the 
New Jersey Electrical Contractors 
Association is to protect the inter- 
ests of the electrical contractor from 
over-night contractors who underbid 
legitimate contractors and install im- 
proper installations. This has caused 
unfair competition for the legitimate 
contractors. 


The officers of the association are 
Leo Cohen, president; Harry Mar- 
tin, vice-president; Edward Perry, 
recording secretary; George March, 
financial secretary, and Sam Dowertz, 
treasurer. 


DATA WANTED BY COMMITTEE ON 
CONTRACT SEPARATION 

Joint legislative committee repre- 
senting the National Electrical Con- 
tractors Association, National Asso- 
ciation of Master Plumbers and the 
Heating & Piping Contractors Na- 
tional Association, in preparation of 
evidence to be submitted to congres- 
sional committees in charge of the 
two Bills for separation of contracts 
for mechanical trades, has sent out 
the following questionnaire regarding 
federal work: 


1. Any Federal Government building 
contract or contracts which have not 
been completed on time and as per sched- 
ule by the original contractor and/or the 
riginal sub-contractors? 

2. Reasons which have attended the 
failure of these contracts to be performed 
on time and as per schedule? 

3. Money losses involved by contrac- 
tors and sub-contractors which may be 
directly due to chiseling; substituting; 
inability on the part of the contractors 
by reason of lack of proper organization; 
lack of financial ability; lack of the prop- 
er technical education; lack of experience 
in the type and kind of work involved? 

4. Would that particular contractor or 
contractors employed by the Govern- 
ment, in your estimation qualify or be 
employed by a private concern? 

5. In your opinion, is the type of con- 
tractor employed by the Government on 
Federal projects sub-standard to those 
engaged in private work? 

6. Does the Government, in your esti- 
mation, suffer by this comparison? 

7. Any further information that you 
have or can obtain. 


The committee wishes each job to 
be identified accurately and requests 
that all data be in its hands on or 
before July 10. 
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EUGENE S. SIMONS | 
Eugene S. Simons, president of the | 
Pittsburgh Reflector Co., died at his | 
home in Wilkinsburg, Pa., on June | 
21, after a prolonged illness. 





Easy Wiring is Characteristic! 


Here are examples of 30 amp. 


APPROVED 
ACCESSIBLE FUSE TYPES 


From “On” to “Open Door’ 
Position is One Operation 























Eugene S. Simons 











“On” Position 





Born August 1, 1871, at Benton 
Harbor, Mich., he traced his ancestry 
to early Colonial New England pion- 
eers. While still a boy, he migrated 
to Iowa with his parents. He gradu- 
ated from Cedar Valley Seminary, 
Osage, Iowa, following this schooling 
with a course at Des Moines College. 
In 1891, he entered the banking busi- 
ness at Hamburg, Iowa, where he re- 
mained until 1902, at which time he 
came to Pittsburgh, to engage in the 
real estate business. 

In 1910, he became interested with 


“Open Door” Position 

















Charles F. Ober and others in estab- 30 Amp.—3 Pole—2 Fuse 30 Amp.—3 Pole—2 Fuse 

lishing the manufacturing business Solid © Solid ay ena Vv 

now known as the Pittsburgh Re- : — . en 
Switch—Meter—Fuse Switch—Fuse— Meter 


flector Company. 
Through a rare combination of in- 
ventive genius, business, organiza- 


tion and executive capacity, he built Send for Catalog of 
cern engage ia the manufacture of | METER SWITCHES, RANGE SWITCHES, 
a few silvered glass reflectors to one | FUSED AND UNFUSED SAFETY SWITCHES 


of the nation’s leading companies 
manufacturing scientific _ lighting 


equipment for such varied lighting M ETROPO LITA N 


service as show window and store 


illumination; indirect cove lighting | D ICE CGORPORAT ON 
for churches, auditoriums and pub- NM EV en 


lic buildings; industrial lighting and 1250 ATLANTIC AVENUE 
the manifold floodlighting applica- | BROOKLYN +: NEW YORK 

















July New Products 





Trolley Duct Systems 


Bull Dog Electric Products Co., Detroit, 
Mich., announces trolley duct systems, 
known “Trol-e- DUCT”, for polyphase, 
single phase and direct current. Trol-e- 
DUCT is-a mobile trolley system for con- 
veying electric current to moving or 


portable electric devices such as lamps, 
wrenches, 


drills, screw drivers, shears, 














buffers, cranes, hoists, etc., and is also de- 
signed to serve as a runway and support 
for electric tool or machine it controls. 
Unit consists essentially of standardized, 
self-contained sectional units of steel 
duct, enclosing insulated busbars which 
distribute electric current through trolleys 
to portable electric tools or other moving 
“loads”. All exposed metal parts are 
electrically grounded. Unit has busbars 
along which trolley wheels travel; copper- 
clad ball bearing current collector wheels ; 
ball bearing steel carriage wheels for 
movement and support of trolley; Safto- 
Fuse type fuse holder; hanger for sup- 
porting tool and side-thrust ball bearing 
guide wheels. Three types of trolley sys- 
tems are available—midget type, junior 
type and heavy duty type. Instantly de- 
tachable trolleys are available in all types. 





Fan 


Century Electric Co., St. Louis, Mo., 
announces the Bonair fan, with motor 
rigidly mounted inside steel cabinet, to- 
gether with fan blades protected by a 
screen. Motor is 2 speed induction type 
and built for 50 and 60 cycles, a.c. for 
any commercial voltage. If desired slow 


rhythmic oscillation of cabinet may be 
secured through control lever at back of 
cabinet. Cabinet is finished in two- 
toned brown, and has handle at top and 
back of cabinet providing a means for 
carrying the fan. 





Photoelectric Relay 


An improved general purpose photo- 
electric relay, designated as type CR- 
7505-A4, has been announced by the 
General Electric Co., Schenectady, N. 
Y. Among the improvements are an 
adjustment knob, formerly located at 
one side of the tube socket, placed on 
the bracket that supports the tube, which 
affords easy access to knob when adjust- 





ments are to be made. A single-pole, 
double-throw snap switch now elimi- 
nates wiring changes. With the switch 
in one position, relay will function when 
light is admitted and when switch has 
been thrown to other position, relay will 
only operate when light source has been 
cut off. Adjustment screw of sensitive 
relay, formerly located underneath upper 
part of enclosing case, is now accessible 
inasmuch as relay has been mounted in 
a horizontal position. Relay utilizes 
Pliotron tube, improved phototube hous- 
ing with a cast aluminum base and 
drawn aluminum hood, and also flexible 
armored cable between phototube and 
relay proper. 





Conduit Bender 


An improved conduit bender has been 
placed on the market by Harry Blythe, 
1055 Lincoln St., Denver, Colo. Manu- 
facturer claims that the new improvement 
eliminates the long cast steel arm of the 
old model of bender, and in its place a 
4-in. cold rolled % in. thick steel is used 
for the elevation of bending sector, which 
has guides on sides and the bending sec- 
tor slides up and down between same. 
Holes are bored through both of these 
and a pin inserted in same to hold at ele- 
vation desired. The same stop is used for 
all ells with no change in adjustment. 
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Safety Switches 


EC&M type “A” safety switches, 
quick make and break, have been placed 
on the market by The Electric Con- 
troller & Mfg. Co., Cleveland, Ohio. 
Among the features of this type switch 
are double- break, semi- floating V - 
blades, which act as a wiping wedge 
to keep contact surfaces clean; steel 
back-up springs on _ V - Stationary - 
contacts; interlocked fuse door; case- 
hardened actuating parts and cadmium 
plated steel parts. Switch mechanism 
is assembled on single base which is 
held in the box by 4 screws. All blades 
are attached to steel cross-bar, and bar- 
riers are made of arc-resisting asbestos. 
If desired, switch can be removed as 
a unit to allow all space in box for 
pulling in wires, with operating handle 
in front permitting minimum mounting 
space. Switches are convertible from 
larger to smaller sizes by changing fuse 
clips and moving fuse block to proper 
threaded holes supplied in all boxes. 





Fuse Clip 


Square D Co., Detroit, Mich., has 
placed on the market a positive pressure 
fuse clip, made of copper with a rein- 
forcing steel spring. In the 30 and 60 
amp. size clips the spring is imbedded 
in the copper clip. On larger size jaws 
the reinforcing member is held securely 
by mounting bolt of jaw. Manufacturers 
state that constant removal or replace- 
ment of fuses does not weaken this 
type of clip. As the fuse is extracted 
the clip immediately resumes its orig- 
inal position ready to receive another 
fuse. Clip has no auxiliary parts mak- 
ing it necessary to free fuse by means 
of screws or other locking devices, the 
spring member delivering full pressure 
automatically. 
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BURNDY 








IN 20 
PRINCIPAL 
CITIES 






No solder, flux or flame. Can- 
not vibrate loose, Lower heating values 
than soldered lug. Installed in a min- 
ute with only a wrench. Sizes from 
No. 14 to 2,000,000 cm. 

Write to Dept. C 


BURNDY 


305 EAST 45th St. NEW YORK 

















MINERALLAC 
PRODUCTS 








HANCERS FOR CABLES & CONDUITS 


Easily the best for quick, low-cost 
installation work. Send for full details 
and costs. 


4 Hanger without Por- 
celain Bushing. 
Spring steel; stronger, 
quicker, more compact- 
ly arranged. 


gq Menser attached to 
steel beam with bolt 
and nut. 


3c Clip—dquicker, 
neater work at less 


| 


Gaile Jotnt a Pos. Y: 
head Compound—8 
grades for every sys- ‘ N 


tem, underground or 
overhead, 








MINERALLAC ELECTRIC CO. 
25 North Peoria Street, Chicago, i. 














tions. Mr. Simons’ outstanding con- 
tribution to the industry is his-devel- 
opment of a successful method of 
protecting the silver reflecting sur- 
face of the silvered glass reflector 
with a copper plating. 





J. G. Barry, vice-president in 
charge of sales, General Electric Co., 


Schenectady, N. Y., announces the | 


appointment of H. V. Erben, man- 
ager of the switchgear sales division 
of the central station department of 
the company, with headquarters at 
the West Philadelphia works. 

Mr. Erben was appointed to suc- 
ceed J. W. Upp, who retired May 1 
after 32 years of service with the 
company, including 26 years as man- 
ager of the switchgear sales depart- 
ment. 





Helwig Co., 3466 So. 13th Street, 
Milwaukee, Wis., has issued Sup- 
plement No. 336 containing illus- 
trations and specifications of singl2- 
phase and fractional horse-power 
carbon brushes and carbon brush 
specifications for drill and portable 
equipment. 





Harold E. Trent Co., Philadelphia, 
Pa., has just published leaflet TB-30, 
fully illustrating and describing the 
Trent electric heating element and 
units. 








NEW GRAYBAR MANAGER AT KANSAS 
CiTy: E. H. Waddington, sales manager 
at the Kansas City office of the Graybar 
Electric Co. since 1926 has been appoint- 
ed manager of the office, succeeding the 
late H. N. Goodell, who died May 19. 
Mr. Waddington started in the sales de- 
partment of Graybar at Minneapolis in 
1911. He later went to St. Louis where 
he became city manager in 1915. In 1919 
he successively became district pole 
manager and district line material man- 
ager, and in 1926 was appointed sales 
manager of the Kansas City office. 





SHERMAN 


SEAMLESS SPLICING 
SLEEVES 


Look for SHERMAN on all 


es ME 66s hb ccwcs 





@ TINNED (SPLIT CONNECTORS) 


For stranded conductors—Has ample 
tensile strength and when properly 
soldered, the wire will break before 
loosening in sleeve, 


@ FIGURE EIGHT DOUBLE TUBE 


Seamless—free from burrs and made 
from extra quality electrolytic cep- 
per of high conductivity. 


@ OVAL SINGLE TUBE COPPER 


Made to specification suggested by 
N E L A Committee. No burrs—of 
proper temper. 


Order from your Jobber 
Send for Bulletin * 20 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 
— AT aE 










New easy way to 


make EXTRA 
MONEY 












“We sold 15 elements the 
first week—we have in- 
stalled Chromalox in 
nearly every stove in 
city using open type ele- 
ments,”’ writes Correll 
Electric Co., Linton, Ind. 





G. AFTER REPLACEMENT RANGE UNIT ORDERS 
with Units Clapp & Leach sold 54 units 


with Chromalox 
in 4 weeks. Altoona, Pa. dealer made $136.50 
in 2 months. Richmond, Va. contractor sold 
48 units in 4 months, made $187.20 profit. 
Chromalox replacement units are a money-mak- 
ing depression-proof item. 
nge owners want to buy 
them. Easy to install, sizes 
to fit every make of range, 
old or new. Write for sure- 
fire sales plan already in 
use by dealers; Liberal dis- 
\ counts; free sales helps, etc. 
)\ No obligation. 


a You can do it, too! 





~_ a BUSINESS LETTERHEAD Le 
| hay Speed ae mao date tons 
a ‘eplacement ge Unii 
—) — Ay make money selling them. There 
are approx. ...... elec. ranges in nome | we 
serve. Check which { } We sell elec. ranges { } We 
do not sell elec. ranges. { } Send us catalogs about 
Chromalox-equipped electric ranges. 
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FORSBERG 


ANNOUNCES A GREAT 
IMPROVEMENT IN HACK 
SAW BLADES 


“BEST ALL ROUND 
ELECTRICIANS TOOL!” 


Blades have following fea- 
tures: 


. Large round gullet al- 
lows chips to curl free 
and not clog in teeth. 
Prevents breakage. 


2. Keen, sharp edge in- 
sures long life. 


. Undercut tooth requires 
less pressure per stroke. 
Less number of strokes 
te cut piece. 


Undercut tooth assures 


~ 


and is manufactured un- 
der a patented process. 


Modern machinery and 
proven methods make cer- 
tain that each and every 
Whale Biade is uniform in 
quality. 








also 


ANNOUNCES ITS 
REMARKABLE NEW 
SUPER GRIP LINE OF 
SCREW DRIVERS 


SPECIALLY ADAPTED 
TO ELECTRICAL WORK 


Beautiful transparent handles are 
made of Lumarith—a new mold- 
ing material, NON-CORROSIVE, 
NON-INFLAMMABLE, listed by 
Underwriters Laboratories and ree- 
ommended for power plant use 
beeause it will withstand 5000 
volts of electricity. 

Deep flutes and knurled ridges 
assure positive grip. 

Hexagon guard prevents slipping 
of fingers on to blade in electrical 
work, and prevents driver rolling 
away when not in use. 























ASK —— JOBBER 
WRITE DIRECT TO 


The Forsberg Mfg. Company 
Bridgeport, Conn. Dept. C 
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PROFIT 
BY USING 
GREENLEE 

TOOLS 


6 how greater the efficiency of the tools 
you use, the more chance you have for 
meeting competition and for making a 
profit on each job. That is where Greenlee 
Conduit Benders and Knockout Tools come 
in. They cut costs on every job where 
they are used 





| — 
} 


Hydraulic Conduit Benders 


Greenlee Hydraulic Conduit Benders insure profits be- 
cause they bend condyit quicker and easier than by 
other methods. In addition, they make smooth, even 
bends, eliminating many fittings and making it easy 
to pull in wire. They are easy to take to the job, 
too, because they are portable. 





Knockout Tools 


Greenlee Knockout Punches 
and Cutters make it eas 
to enlarge holes in swit 

boxes, cabinets, etc. They 
form clean-cut holes quickly 
and accurately, without any 
reaming or filing. 


| Other Tools 


Hydraulic Pipe Pushers 
Joist Borers Bit Extensions 
Electrician Bits 





Let Us Send Complete Information 


GREENLEE TOOL CO. 
ROCKFORD ILLINOIS 


css ona wae mew aw aoe ee ewe eee eee eS 
GREENLEE TOOL CO. 

ROCKFORD, ILLINOIS 

Please send complete information on the following: 
(0 Conduit Benders 

(C0 Knockout Tools 
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OMMEND.... 


NON- tong SHEATHED CABLE 


Bs JOBS, little jobs—single or multiple 
circuits—you will find many oppor- 
tunities to simplify construction and pro- 
vide a more reliable installation with 
TRENCHLAY. Its advantages, including 
material economy, are obvious. 

Light weight makes easy handling. 
Nothing to rust or corrode away » » 
No metallic covering to pick up stray 
currents » » Simple trenching to install 
» » A cable impervious to soil acids or 
ground moisture » » TRENCHLAY is the 
ideal conductor for permanent circuits 
where overhead construction is neither 
desirable nor economical. 

Regardless of the underground 
circuit problem, there is a TRENCHLAY 
type which efficiently meets the need. 


Write for the “Specifications” noted. 


TRENCHLA LAY 


-PAT. NO. 1, Cie $s2s 





GENERAL CABLE CORPORATION 


* OFFICES IN PRINCIPAL CITIES 


420 LEXINGTON AVENUE, NEW YORK CITY 
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EXIT THE CHISELER 
OR 
PROFITS FOR SALE 


(/Jour 


S { LEN? 


pART NES 





The Government has issued a challenge to industry to put its house in order, to prepare to do 
business in a sane and sensible manner. It is no longer a question of your desire to operate your 
business profitably—It must be donel 


NO BUSINESS CAN ENDURE— 
WITHOUT PROFIT 


You no doubt buy right but are you certain that your selling price includes a PROFIT? The 
NATIONAL RESALE PRICE SERVICE has been used for years by successful Contractors and 
Contractor-Dealers in every section of the country as a guide to fair prices—fair to you as 
well as your customers. 


A PROFITABLE INVESTMENT FOR YOU 


You are entitled to a fair price, yet it is almost impossible for the individual Contractor or 
Dealer to keep abreast of constantly changing costs. One Contractor writes, "We are glad 
to accept your proposition; we have used your Service before and are sure it is the best 
investment we can make." Don't miss the possibilities of this Service as a "Profitable Partner" 
until you have investigated. Simply attach the coupon below to your letterhead and full infor- 
mation will be sent. 


Henderson-Hazel Corporation, 
5005 Euclid Avenue, 
Cleveland, Ohio. 


Gentlemen: 
Without obligation please send us your booklet, 'Profit—Your Silent Partner." 


Name decjhiidierioininciienheaeaamvnaiads ‘a saeco eRe: Pe ae  N 
Address . 
City aaah dentate eae ee ee ee 
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profitable 















































Gives you something fo SELL 


Your problem is to lift the job off a strictly price basis 
— by adding specialties NOT INCLUDED in competitive 
bids. Specialties having CONVENIENCE VALUE which 
justifies your price. . . Dig out every opportunity 
to suggest specialized types of Outlets and other 
“LEADERS” — designed to interest customers in your 
proposition. Instead of arguing competitive prices, talk 
up non-competitive ADVANTAGES of the job you 
recommend. . . Get complete information on 
H aH “LEADERS” by writing for the PLAN BOOK — 


full of leads to PROFITS on specification business. 























For the Home 


IIluminated House 
Number Units. Radio 
Outlets. . . Range 
Outlets, Electric Clock 
Outlets, Fan Hanger 
Outlets . . . Outdoor 
Receptacles. Auto- 
matic Refrigerator 
Lights. Guaranteed 
Kinkless Cord Sets. 




















a 


competitive 


For Stores and 
Offices 


Type C Switches for 
store lighting. Fan 
Hanger Outlets. 
Heavy-duty Warning 
Light Combination 
Devices for power 
applications. . Enclosed 
and Motor Control 
Switches for Commer- 
cial and industrial uses. 


Stops the PRICE Arguments 





HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 





FOR BEST 
RESULTS USE 
TEXTOLITE 
SOCKETS 


Textolite is used for both 
the shells and the interiors of 
these General Electric sockets. 
It is light and strong ... has 
good insulating qualities. 

Textolite sockets are neat in 
appearance 
of faithful service. Sealed-in 
mechanisms protect operating 
parts from dirt or injury. No 
linings to char or deteriorate 
under heat. A threaded eatch 
connection between cap and 
shell prevents them from 
working loose under vibration 
or strain. 


... Will give vears 


Whether your requirements 
demand the pull, push, or key 
mechanism you are assured in 
Textolite sockets of smooth, 
quick action . . . larger bind- 
ing screws... more available 
wiring space. Always keep 
Textolite sockets handy. Order 
a supply today from your G-E 
Merchandise Distributor. 


uC 
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WIRING DEVICES 
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Seven guards protect your 
wiring when you use G-E 
White Rigid Conduit... seven 
lavers fused inseparably te- 
gether. 

Let’s start from the outside. 
The first guard is the outer 
coating of Glyptal. It resists 
oil, acids, water and alkalies 
. .. adds years to the life of 
the conduit. Next is a layer 
of pure zine applied by 
the Hot-Dipped Galvanizing 
process. Then an important 
laver of alloy ... further pro- 
tection against the elements. 
The center layer is of flexible 
alloy steel. It bends easily ... 
euts and threads quickly .. . 
is easy to work. The inner 
alloy layer guards against the 
action of condensate. The in- 
ner zine layer leaves the pipe 
smooth and pitless. Then the 
final guard of Glyptal imparts 
a glass-like surface ... making 
wire pulling easier. 

For further information on 
all these products see your 
nearest G-E Merchandise Dis- 
tributor or write to Section 
CDW -207, Merchandise Dept., 
General Electric Co., Bridge- 
port, Conn. 
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COLORED 
INSULATIONS 


IDENTIFY 
THE GRADE 


COLORED 
BRAIDS 


SIMPLIFY 
CIRCUIT 
TESTING 


DOUBLE 
VALUE IN 
CODE WIRES 


General Electric Code Wires 
give double value. Different 
colored insulations identify 
the grades .. . black for code 
grade, red for intermediate, 
green for 30 grade. Differ- 
ent colored braids reduce cir- 
cuit testing ... save time on 
extension and alteration jobs. 

G-E Code Wires are made 
from the finest materials. Con- 
ductors are uniform in size. 
Braids are tough... they have 
a slick, clean finish, making 
wire pulling quicker and 
easier. Insulation is as free- 
stripping as Underwriters’ 
regulations permit. Diameters 
are made as small as possible 
and yet conform to standards 
... they allow the maximum 
number of wires to be pulled 
in a conduit. 

You can’t go 
wrong with G-E 
Code Wire. Use it 
on every job. 


I 


GENERAL 
ELECTRIC 


WIRE AND CABLE 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY. BRIDGEPORT, CONNECTICUT 
Re ALLL La ee a a a ae acne 








